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SELL MORE TWINE WITH 


 mpiees 


TWINE SSORTMENTS 


£ +1N GENERAL ASSORTMENT 


This all purpose assortment gives you a real 6 Balis Jute Garden Twine 
6 Balls Polished India Twine 
3 Balls Red Gift Cord 
3 Balls Green Gift Cord 
15 Balls Cabled Household & Kite Twine 
15 Balls Parcel Post Twine 
(Balls are 10¢ sellers) 


Twine Department with minimum inventory 
and in minimum space. You stock and dis- 
play a wide variety...the easy way. Each 


4I1N assortment contains: 


#25 BIG BALL ASSORTMENT & 


This is NEW, this is DIFFERENT —s 
ASSORTMENT OF BIG BALLS that’s a BIG 
sales item. The twine is a good buy, balls are 
almost 3 times the usual footage. The display 
self shipper is printed in eye-catching blue and 


The King Cotton Big Ball Twine 
Assortment #25 contains: 


10 Balls 300’ Parcel Post Twine 


yellow on white .. . it’s sure to stop the impulse 
The balanced assortment gives 


lent variety with very little inventory. 


buyer. you excel. 


This is the way to stock and SELL ball twine . 


6 Balls 500’ Cable Kite Twine 
1 Balls 500’ 4 Ply Household Twine 
1 Balls 160’ 2 Ply Jute Twine 
3 Balls 175’ #18 India Twine 
3 Balls 150’ #24 India Twine 


3 Balls 60° #4% India Twine 
3 Balls 150’ #15 Mason Twine 
(Balls are 25¢ sellers) 


the customer is often prompted to buy more than 
one ball, more than one type 


@ #100 JUTE & INDIA ASSORTMENT 


This assortment gives the customer a 
chance to choose India or Jute, heavy or blue and yellow on white and makes a 
light. The display often prompts the cus- very attractive floor or counter display. 
tomer to buy several balls of different ‘ 

sizes. This assortment also enables you to Each # 
carry a wide variety without heavy inven- 
tory of individual types. 


Display Box Self Shipper is printed in 


100 assortment contains the follow- 
ing popular sizes and types: 
25 Balls #60 Polished India 
25 Balls #18 Polished India 
25 Balls #36 Polished India 
25 Balls 3-ply Jute 
(Balls are 20¢ sellers) 


The uses for twine of this type 
merable. In the home, store, office, farm 
and factory — wherever a strong, economi- 
cal twine is needed. 


are innu- 





THE KING COTTON LINE 
® Sash Cord ® Chalk Line 

® Clothesline ® Cotton Rope 

® Dryer Cord @ Venetian Blind Cord 
® Twine @ Drapery Cord 

® Mason's Line @ NYLON Cord 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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NEw {wise SECURE -ALL SAFE 


saflety-deposit box security for the home 


Newest addition to the built-in 

trend is the KWIKSET SECURE-ALL 
residential wall safe. Built to fit 
conveniently in any standard 4” wall, 
between 16” studs, the KWIKSET 
SECURE-ALL SAFE offers builders an 
outstanding low-cost sales feature 
for protecting home owners’ papers 
elite Maelitieleli-tMelelelili mile Meo cell- 
and theft. The KWIKSET SECURE-ALL 


SAFE is made from heavy gauge 





steel, with thick high-temperature 
thermal insulation on all sides. 
It locks securely with a flush pin 


tumbler locking mechanism 





and can be easily installed in closets, 


behind pictures or drapes. 


For further information, write 
KWIKSET SALES AND SERVICE CO. 


Anaheim, California 





EASY TO INSTALL EASY TO CONCEAL FIRE RESISTANT WATER RESISTANT THEFT RESISTANT 


fwikset 


LOCKS INE 


great mew frrogite 


ESTABLISH YOURSELF AS HEADQUARTERS 
FOR THIS AMAZING NEW BUILDERS’ PRODUCT 















































LOOK AT THESE REVOLUTIONARY ADVANTAGES 
FOR BUILDERS AND HOME OWNERS: 


@ Stops Warping of Doors, Preserves Original Fit by @ Silences Door Slam, Seals Out Other Noise. 


p Con one By - @ Easier, Less Cost to Install than Ordinary Weather- 
Saves Expense and Labor of Straightening and Re- stripping. 


Fiming Doors, @ Door Size May Vary as much as 1/8” without Affecting 
World's Most Effective Weatherstripping Because of a Perfect Fit with DoRoD. 


Plastic Sealing Strip in Conjunction with the Mainte- 
© of Perfect Door Fit. @ Can Be Concealed by Painting or Staining to Match 


Door or Frame, or Can Be Made Attractive Feature in 
Speeds, Simplifies and Reduces Cost of New Door Natural “Generalsatin” Anodized Aluminum Finish or 
Hanging. Gold-Bronzed Finish to Blend with Brass Hardware, 


SPECIFICATIONS CROCS COCTIEN VIEW 

1. Solid, extruded aluminum section, anodized, hardened. 

2. Vinyl plastic weather strip. 

3. Necessary screw holes drilled. 

4. Cut to standard door dimensions, ready to install 
(Specify). 

5. Furnished ready to install, complete with matching 
threshold plate, screws, cement. Individually 
packaged. 

WRITE FOR SIMPLE INSTRUCTION SHEET ON 
HIGH SPEED DOOR HANGING WITH Briel 














GENERAL EXTRUSIONS, INC. el 


4040 LAKE PARK ROAD . YOUNGSTOWN, OHIO 
Phone: STerling 8-9681 
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Look at all the Sales-Builders in 


REYNOLDS ALUMINUM 


For the Most “Do-it-Yourself” Appeal... REYNOLDS [ifetime ALUMINUM 
REYNOLDS ALUMINUM GUTTERS 


REFLECTIVE INSULATION 








Rustproof beauty. 
Go up without 
soldering...easy 
for handymen, 
low cost for build- 
ers. Half-round 
and Ogee, plain 
and embossed, 





—_—— 
Most compact...250 sq. ft. in each roll. Cleanest, 
fastest to apply...embossed foil on kraft paper 
(both sides Type B, one side Type C). Reflects 
up to 95% radiant heat. Nonabsorptive, perfect 
vapor barrier. High efficiency at much lower cost 
than most bulk insulations, 25”, 33” and 36” wide. 






















FLASHING AND NAILS IN SELF-SELLING DISPLAYS 
REYNOLDS /ifefime ALUMINUM 


Sell from this Nail Merchandiser that has every 
type boxed and labeled...it’s all the stock you need! 
Sell flashing from coil in this roll-out display box 
—or flat sheet from display carton (not shown), 














New Sales-Lifter! 
REYNOLDS ALUMINUM 
Self-Lifting 
GARAGE DOOR 


REYNOLDS /ifefine ALUMINUM 
ROOFING AND SIDING 





Backed by the best 
Pians Service... 
20 Farm Bulidings! 





Low-cost plans with in- 
structions for use of 
labor-saving 48” wide 
sheets. Stock this staple 
and use Reynolds Plans 
Catalog to build busi- 
ness. Write for yours. 





So simple to install it sells to “self 
do" homeowners as well as build- 
ers. Needs only 6” clearance at 
top and inside. Rugged construc- 
tion. Complete in compact package. 

















Check off these items with your Reynolds Aluminum Salesman...THEY ALL MEAN SALES. 
And get your share of the profits in Reynolds Do-it-Yourself* Aluminum! See 
“Mr. Peepers", starring Wally Cox, Sundays, NBC-TV Network... your customers do! 
Reynolds Metals Company, Building Products Division, 2001 S. 9th St., Louisville 1, Ky. 


EYNOLDS 98 ALUMINUM 
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LATE AND IMPORTANT Developments of the Industry 


Housing starts up in April. 


Nonfarm housing starts rose to 127,000 last month for a less than seasonal in- 
crease, the Bureau of Labor Statistics reports. The figure topped March by 9% 
and was 18% higher than in the previous April. 


The BLS explained that this year's April rise was less than seasonal but that 
this condition is "often the case in a period of great housing activity." Straw 
in the wind, however, is the seasonally adjusted annual rate for April—1,309,000 
homes. That's about 100,000 units lower, on an annual basis, than the pace pre- 
vailing in both the last quarter of 1954 and the first quarter of this year. 











Rumors of really tight mortgage money are false. 


All money will be a little tighter in the next few months and next year. 


Money is merely less loose than it was and the tightening trend will continue 
- « « but moderately. 





The reasons for the slightly tighter money market are simple: 


The current business recovery requires more money and credit. On every front 
all business is doing well, making more plans for expansion. 


The government hasn't increased the overall supply of money to meet all 
these demands. They worry over too much boom, more inflation . .. and then bust. 


Mortgage lenders are becoming more choosey. 


"VA loans, no-cash-down, will be frowned upon more with each passing month. 
FHA loans, more careful checking, and more discounting, as with VA loans. 


Conventional mortgages, the interest rate will slowly move up. . « 4%% to 
44%, 4%% to 5%, etc. 








How interest costs add to the price of a home. 


U. S. News and World Report has commented that we are paying $23 billion in 
interest a year for all purchases. Home buyers now pay $3.6 billion yearly on a 
mortgage debt of some $75.6 billion. The buyer of a $15,000 house not making a 
down payment over 30 years pays $12,378 in interest. Total cost of the house 


comes to $27,378. 
Fewer crooked home loan deals now possible. 


The government now has a new weapon to combat racketeers. Formerly FHA and 
VA fee appraisers were not considered agents of the government .. . some took 
bribes, gifts. Now a recent court decision says they are agents, and can go to 
jail for taking gifts .. . and some are already headed that way. 


Wage raises seem sure for the immediate future. 


First will come the big unionized industries, then a Spread to other lines, 
affecting business generally by late fall. Probably about 4% to 5% on the aver- 
age. This will boost direct labor costs and eventually the cost of materials. 

New highway bill can help the building industry. 


| From the point of view of housing the President's highway bill will open up 


tremendous new areas of cheap land to house a population which is growing at a 
rate of 2.8 millions annually. 


(continued on next page) 
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FINAL DESIGNS for the fixtures to be offered readers are checked by Franz 
Altechuler, left, designer, and Gordon J. Lawler, right, managing editor, American 
Lumberman. 


American Lumberman to Help Dealers 
Design Showrooms, Build Fixtures 


American Lumberman will 
shortly begin a series of unique 
articles on showroom design and 
display principles. Complete work- 
ing blueprints will also be offered 
for seven basic store fixtures. 

It will be the first time any pub- 
Heation has wrapped-up in one 
editorial series everything needed 
for the design of a store from the 
exterior to the details for building 
a self-service counter. 

The series begins with the June 
27th issue and succeeding articles 
will appear through December. 

Nearly a year of research was 
necessary to prepare the series. 
Dealers, wholesalers, manufactur- 
ers and trade associations were 
consulted during the planning 
stage for their ideas and sugges- 
tions. 

Dekovic-Smith, prominent de- 
sign consultants, Chicago, were re- 
tained by American Lumberman to 
prepare the fixture designs and 
editorial format for the series. 


Just for This Industry 


From start to finish the series is 
custom-tailored for this industry. 
The editors of American Lumber- 
man believe the series will give 
readers a new perspective on their 
business from the showroom point 
of view. The articles will tell how 
to avoid the “hardware store” at- 








mosphere and retain the true 
character of a lumber yard with 
emphasis on the products that 
bring volume and profit. 


In a later issue, we wiil give 
complete details of the 12 articles 
planned. Highlights include: 


June 27. Introduction. Why this 
series was begun because there is def- 
inite shortage of specific ideas for 
showrooms. Why the lumber yard is 
different and needs a fresh approach 
to displays. 


July 11. The location, design and 
parking facilities of a showroom. Ex- 
terior signs. Presentation of a 
“dream” yard with exposed laminated 
rafters, glass fiber ends and plexi- 
domes for daylight illumination. 


July 25. Interior store planning. 
Lighting, floor coverings, placement of 
fixtures. Working floor layout of the 
store featured July 11. 


August 8. Estimating floor space 
for products and departments. Mak- 
ing products “pay for their keep.” 
Planning for self-service, package sell- 
ing. 


August 22. Design for an all-pur- 
pose island fixture. How to use for 
many products. Adaptation with a 
base for storage of inventory. How to 
use department signs, install glass 
binning, pricing tags. 


September 5. Multi-purpose wall fix- 
ture design. Sketches illustrate use for 
Seen, windows, lumber and mill- 
work. 


September 19. Wall unit designed 
for tools, hardware, bolts and screws. 


October 3. Wall unit for paint, 
brushes, rollers and accessories. 


October 17. Wall unit for roofing 
and siding. The first unit specifically 
designed to easily show roofing and 
siding side-by-side. 


October 31. Six-sided movable drum 
unit to handle insulation boards, gyp- 
sum products and hardboards. Sam- 
ples, end-use application and litera- 
ture are combined in one unit. 


November 14. Sales counter and 
also design for a checkout counter for 
self-service operation. 


November 28. How to get the most 
out of your fixtures. 


December 12. Further practical sug- 
gestions for using fixtures properly, 
including inventory control, house- 
keeping, etc. 


The working blueprints, includ- 
ing a material list for every bolt 
and nail, will become available as 
the series progress. Blueprints 
will be sold at low cost to assist 
dealers in equipping new and re- 
modeled showrooms. 


NRLDA Presents Case 
On Wage-Hour Exemption 


Proposed amendment to the fed- 
eral Wage-Hour Act would soon 
lead to the loss of exemption for 
practically all retail lumber yards 
and could subject a small line yard 
on one side of the street to coverage 
while leaving a large competitor on 
the other side exempt, Boyd Mahin, 
attorney for the National Retail 
Lumber Dealers Association, said 
in a statement before the Senate 
Labor and Public Welfare Commit- 
tee in May. 

Pointing out that the average 
yard has only seven or eight em- 
ployees whose hourly wages average 
higher than those paid in many 
manufacturing industries, Mahin 
said that proposals to deny exemp- 
tion from the act to lumber dealers 
operating more than four or five 
yards or doing a business of more 
than $500,000 a year would draw 
an arbitrary and unrealistic line 
through the membership of the in- 
dustry. 

“The retailer’s operations can not 
be controlled according to man-hour 
productivity as can _ production 
lines. In factories, work can be 
scheduled in advance. If orders fall 
off, shifts can be staggered, em- 
ployees can be laid off, and depart- 
ments can be shut down. The re- 
tailer must stay open for business 
in order to serve his customers, and 
this is true despite the fact that 
every day and every week there are 
many hours when there are few 
customers to serve,” Mahin con- 
cluded. 
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Now! Biggest Advertising Ever! 


Again in 1955 ABC leads the 
field with powerful, consistent 
advertising in the leading 
magazines your customers read. 
Together these big magazines 
reach more than 14,000,000 
readers. And all sales leads 
are sent right to you! 


Insure Profits 6 Ways 
with ABC Jalousies? 


KD Saves Freight, Space fu 7 Widest Range of Sizes 
== 


4-~ Up to 10 times 
more storage 
space, plus 
freight savings, 
with Knockdown 
(KD) units. Fast 
8-screw assembly. 
Simple sawcut 
for odd sizes. 










































Standard, special widths 
15” to 43’’, plus in-between 
sizes. Heights from 14”, 
with 4’ increments to 192’’, 
























er-Tested Features 
@ Heavy extruded frames 
heat-treated for top strength! 
® Patented spring-clip is 
heat-treated, eliminates 
bending clip. Gives 
sitive seal, too! 
@ Precision-balanced louvers 
for fingertip operation! 
@ Koroseal weatherstripping! 
® Easy-draining sloped sill! 














Mats, color catalogs, 3-D 
viewers, window banners, 
TV-radio aids, installation 
details---for big sales! 
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Average only 5 to 7 days 
on standard or stock sizes! 



















Tested against water and 
air infiltration by 

University of Miami, and 
Pittsburgh Testing Lab! 


Wt OR 4 RFU, 
ee ee Ting 
* Guaranteed by @ 


Good Housekeeping 
S hop .y 
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Free Details! MA/L COUPON TODAY! 
I i i EE el 
ADAMS ENGINEERING CO., INC. 
World's Largest Jalousie ne Dept. A-5 Box 936 Little River Branch 
Two giant Miami, Fla., plants (below) include 340,000 square Miami 38, Florida 
feet to serve you! Plus. third big factory at S. Hackensack, N.J Gentlemen: I am interested in learning about a i 
‘ 
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3 —— ABC jalousie dealership. Please rush 
: ull details without obligation. 
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CONVENTIONAL FLATCAR shipped from Goodwater, Ala., to the Sterling Lum- 
ber & Supply Co., Chicago, to test strapping and loading of packaged lumber 


shows no apparent load shift. 


Similar cars will be shipped to the NRLDA 


Exposition in Cleveland next October for study during the materials handling 


sessions. 


NRLDA to Study Lumber Shipments 


One of the highlights of the 
NRLDA Exposition in Cleveland, 
October 11-15, will be a demonstra- 
tion of loading and bracing pack- 
aged lumber units on bulkhead 
flatears. 

John Moeling, president, Ster- 
ling Lumber & Supply Co., Chica- 
go, and chairman of the NRLDA 
materials handling committee, will 
moderate the session to be held 
on the closing day of the show. 
Moeling’s firm has shipped more 
than 150 flatear loads of packaged 
lumber during the past year under 
inspection of the Association of 
American Railroads. 

Cars of packaged lumber will 
be shipped from various produc- 


ing plants to a siding at the Cleve- 
land Public Auditorium. Demon- 
strations and seminars will be 
held so retail dealers from all 
over the nation will have an op- 
portunity to observe and discuss 
the latest loading and unloading 
techniques involved in rail ship- 
ment. 

This method of shipping pack- 
aged lumber units on flatears is 
considered one of the most im- 
portant advances in lumber ship- 
ment during the past decade. Rail- 
roads have taken an interest in 
the many advantages and econo- 
mies resulting from shipping lum- 
ber in strapped packages on flat- 
cars. 





Construction Breaks All Records 


Contract awards for future con- 
struction in the 37 eastern states 
in April shattered many previous 
records, it was announced by F. W. 
Dodge Corp. The record-breaking 
total of $2,322,085,000 was 37% 
higher than April of last year. It 
established the following new 
peaks: 

The April figure was the high- 
est for any April in Dodge's 64- 
year history. 

It was the highest for any 
month in history, except for May, 
1951, when nearly $1 billion of 
atomic energy contracts swelled 
the total. 

Best First Four Months 

It brought the first four 
months of 1955 to the highest level 
for any first four months in his- 
tory. 

~All three major categories— 
residential, non-residential and 


10 








heavy engineering—set new April 
records and new records for the 
first four months. 

Residential contract awards 
in April were the highest ever re- 
ported in any month. 

Commenting on the new figures, 
Thomas 8. Holden, Dodge vice 
chairman, said that “continuously 
rising contract volume is perfectly 
normal for this strong economy 
which is expanding so rapidly on 
many fronts; economic growth 
urgently demands new structural 
facilities in all existing categories, 
and also an ever-widening range 
of new structural types and of 
structures built to improved archi- 
sn and engineering stand- 
aras. 


U. S. Estimates Higher 


Meanwhile preliminary esti- 
mates prepared jointly by the U. S. 


May 30, 


Departments of Commerce and La- 
bor showed that outlays for new 
construction rose seasonally in 
April to a new high for the month 
of $3.2 billion, and reached a rec- 
ord total of $11.6 billion for the 
first four months of the year. 

During April, construction ex- 
penditures, after allowance for 
seasonal changes, had risen to the 
unprecedented annual rate of 
nearly $41.75 billion. This com- 
pares with an annual rate of $40.5 
billion during January 1955, and 
actual outlays of $37.2 billion in 
1954. 

Comparing the record volume 
for January-April 1955 with that 
for the first 4 months of 1954, pri- 
vate expenditures ($8.6 billion) 
were 21% higher, but public out- 
lays ($3.0 billion) were 3% lower. 
Increased spending by state and 
local governments was not great 
enough to offset decreased federal 
spending. 


J-M Head Refutes 
Over-Building Fears 


The number of 1955 marriages, 
1.6 million, is of greater signifi- 
cance than the 650,000 annual rate 
of net new family formation, and 
therefore the country is not yet 
over-building new homes, L. M. 
Cassidy, chairman of the Johns- 
Manville Corp., said this month 
in an address before the initial 
session of the Eastern conference 
of the Mortgage Bankers Associa- 
tion of America at New York city. 

Cassidy’s main point was that 
pessimism about building was 
based upon an inadequate concep- 
tion of buyers’ wants and lack of 
consideration of the increased in- 
come which permitted anybody 
who wanted a home to buy one. 
Referring to the 1.6 million rate of 
new marriages, the Johns-Man- 
ville executive said: 

“Today these young married 
couples do not want to move into 
old vacated homes which are most- 
ly obsolete in design and equip- 
ment and are generally in the 
older sections of cities and, also, 
in the older parts of the nation.” 


Trek Toward Suburbs 


Pointing out that in 1954 there 
were almost twice as many chil- 
dren born as in the 1930’s, Cassidy 
said that this year there will be 26 
million more children than in 1939 
and that this growth in families 
has developed a series of great 
migrations to the suburbs of cities 
and also to less developed sections 
of the country. 

The ancient maxim of the build- 
ing industry, he said, still applies: 
where it is as cheap to build as to 
rent, people build. 
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What makes a really good \ 


ie BESTT 2¢ 


CORE a core that will stand up to abuse 
d still withstand a wide variety of 
Suan solvents. 


COVER A cover that is designed to include the 
length and density of pile to fit the 
job, properly cut so that it is not too 
skimpy or bulky. Then it must be bond- 
ed to the core to withstand surface 
stress and strain and not loosen in 
cleaning solvents. 


END '¢ A P An end cap engineered to firmly hold 
the cover and core in place, allow 
close cut-in next to woodwork, and have 
a perfect bearing surface for the Rod. 


wt 0 D A N D Designed to give roller rigidity, yet ease ONLY BESTT THRIFTEE 
of handling —a handle comfortable to 


HANDLE grip and a rod, so machined to hold SNAP-ON ROLLRS OFFER YOU: 


end caps in place yet provide noise- 
less bearing action when rolling. 


BESTT ADHESIVES 


are scientifically bonded to "BESPHENOLIC” Cores . . . 
and are formulated to withstand Water, Alcohol, Lac- 
quer Thinner, Acetone and Mineral Spirits. 





Besphenolic Core — Bestt controlled phe- 
nolic. 

Tapered Lifetime Bearings — nylon to 
metal —- so Smo-o-oth in use. 

Easy to Assemble — covers snap on in- 
stantly and stay in place. 

Fits all Bestt Covers — (except Giant 


Core Line) —End Caps therefore are inter- 
changeable on Dynel, Frieze, Mohair and Twist 
Carpet covers. 


Top Quality Nylon End Caps— moja. 


ed to exact size with 6 spread flanges — are 
non-rusting. (Especially good for water base 
paints) 


Friction Grip — eliminates slipping and 
forms a positive lock. 

Feather Weight_ Snap-on rollr with cover 
weighs less than 72 ounces — cuts fatigue. 
Cut-in at Close Angles_rpiush End 


Cap construction allows you to roll right 
against woodwork without smearing. 


tA Ars ete agaete: iy 
HHH RHR $.6.6:050-650 CE: 



















Let's take this THRIFTEE Snap- 
on cover which has been fas- 
tened with “Bestt Adhesive’ 
and forcibly rip it off the core 


The “‘Bestt Adhesive’’ bond is 
so powerful that it actually 
pulled the fibres through the 
fabric. Proof of the positive 
bonding action 





New BESPHENOLIC Core is proven far alia 
SUPERIOR under grueling SUBMERSION TESTS | CERTIFICATION of SUBMERSION TESTS 


on Besphenolic Cores : 
aS co ee After six intensive weeks of submersion tests on Besphenolic ° 
Cores, the BESTT Research Laboratory proved that the Bes- 
: phenolic Core is far superior and 
against failure in the fluids listed. y r 












SHELLAC MINERAL LACQUER TURPENTINE 
acetone LACOURS 


Fond du Lac 
, ING. | 


FOND LAC, WISCONSIN Request Six FREE Besphenolic Cores and Test Them Yourself. 


WATER ALCOHOL SPIRITS 





3UILDING Propucts MERCHANDISER (For more data on advertised products {ill in the coupon on page 64 11 








Cole Defends FHA, 


Raps Hoover Proposal 
Housing Administrator Albert 
Cole has stoutly defended the Fed- 
eral Housing Administration as a 
“strong bulwark in our economy” 
and objected to a Hoover Commis- 


sion recommendation that it be 


reorganized. 
Last March in recommending 
- oe the Government revamp its lend- 


ing activities, the Hoover Commis- 





a how to reorganize 
SAVES YOUR CONTRACTORS ed that FHA “be reorganized in 


such a manner that it will provide 


its own financing without having 
$ 00 to call on the Government for 
funds, subject however to Federal 


regulation.” It listed the Home 
Loan Bank and the Federal Sav- 
ings & Loan Insurance Corp. as 
examples of what it had in mind. 

If carried out in full, Cole said, 
this recommendation would “re- 
move a keystone from the very 
structure of Federal housing pol- 
icy itself.” He said it would “ren- 
der inoperative” a vital part of the 
President’s program. 

A reorganization of FHA as a 
separate privately owned corpora- 
tion operating on its own re- 
sources under its own policies, 
Cole said, “would destroy the basis 
for the coordinated use of Federal 
programs in the housing and com- 
munity development field.” 


Insulation Top 
FHA Project in "54 


Over 11% million borrowers in 
1954 used property improvement 
CUTS LABOR COSTS UP TO 32.5% loans insured by the Federal 
Housing Administration to pay for 
ELIMINATES COSTLY USE OF PANELS improvements to their properties, 
the FHA reports. The loans rep- 
resented total advances of nearly 
$891 million. 

. The typical borrower obtained 
Don’t miss this golden opportunity to a loan of $430 to improve a single- 
family ae Wy contracted to 
pay principal and interest in 86 
triple your volume and monthly installments of $13.74. 
. , Home insulation was the most 
profits with this sensational popular type of project financed 
oa — prepey improvement 
. oans last year. One out of every 
labor saving tool. Write or wire today five loans paid for an insulation 
job at an average cost of $362. 
for full information. Loans for additions and altera- 
tions accounted for 14% of all 
loans insured in 1954. The average 
EXCLUSIVELY FRANCHISED TO OLYMPIC MAJOR DEALERS amount borrowed for this purpose 
was $917, the highest for any type 
of improvement. 


Slightly less than 14% of the 


OLYMPIC STAINED PRODUCTS COMPANY for exterior finish, 9% for plumb, 


ing, 7% for interior finish, and 
1118 LEARY WAY - SEATTLE 7, WASHINGTON 





about 542% for roofing. The rest 
were classified as “new nonresi- 
dential construction and miscel- 
laneous.” 
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Compare Magic-fOld with any other 


folding door and you'll choose magic-fold 
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2 NN aa sa i uses offer 
q unlimited 
profit 
opportunities 





Sturdy, solid-core 


construction = 


‘ ®@ Smooth, steady, 
flag-tree operation 


separate playroom, workshop, or 


® Biggest choice of colors re 3 -o a sar ee rch scoped ea 


TV room. The uses for folding 


Priced lower than the rest deaie'te Gp tats ove Uadiat 
only by your imagination 

A brand new profit opportunity awaits the dealer who stocks and sells MAGIC-FOLD, the 
New Standard of the Industry! Available in a choice of ten new decorator colors, this 
quality door with solid Masonite core has all that it takes—including a low, low price—to 
provide you with a fast moving, high profit item. Ask to see a MAGIC-FOLD door in 
operation and you'll know at once that in spite of its low price MAGIC-FOLD does not 
flag or sway as it moves across the door opening. It stacks neatly, as a compact, 
positively perpendicular unit, too. Watch for our national advertising, talk to your 


distributor about all the features, and you'll be convinced MAGIC-FOLD is the easiest CLOSET DOOR. Their quiet 


one to sell. Available ready to install or knocked down. Closures, Inc., movement, ease of— operation 
533 East Forest Ave., Detroit 1, Michigan. ate MAGIC rv slenures idea 
or bedroom doors a lo 8 


IN CANADA: MAGIC-FOLD DOOR CO., TORONTO, CANADA. 


MAGIC FOL) 


* REGISTERED TRADEMARK OF CLOSURES. INC. MAGIC-FOLD DOORS ARE COVERED BY THE FOLLOWING PATENTS. U. 5. PATENT WO. 1.067.210, IN FRANCE, WO. 1.470.186; Im 
SELGIUM, NO. 517.279, IN MEXICO, WO. 14.005, IN ARGENTINA, 11.106. PATENTS PENDING IN ALL OTHER PRINCIPAL COUNTRIES OF THE WORLD 
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IN PLACE OF REGULAR 
DOORS. To save mace and 


pcorator touct 
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wherever reguiar doors are used 





























“EVERYTHING HINGES ON HACER!’ 














C. Heger & Sons Hinge Mig, Co. + 139 Victor Street + St. Lovis 4, Me. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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all aluminum terrace canopy for the do-it-yourself customer 


A REAL MONEY MAKER! Cash in on the increasing pop- 
ilarity of outdoor living. Here’s an item priced for easy, quick 
sales, An all-aluminum patio that sells for less than $150.00 retail. 
Made of heat-deflecting interlocking aluminum panels which are 


fastened by special clips to an all-aluminum understructure, Roof z 
panels are water-tight, easy to install and maintain, No inventory Weather-Guerd Weather-Guerd Day-View ight-Saver Full Louvre 
is needed, you sell from your display and Fawsco ships to your — ~~ etaaned Coy Coreen a 
customers direct. Comes in white, pastel gray, green or canary MAIL THIS COUPON TODAY! 
yellow. Baked enamel finish. Priced to fit every home and income. fe mm 
Sizes 8 x 10, 10’ x 12’, 10’ x 14’. 1. SAWECO M90. OF. AL-5-65 
| CUYAHOGA FALLS, OHIO 
Some profitable territories still open for dealers and distributors Gentlemen: Please send me more information 
} [on all aluminum terrace canopy. 
(j other Fawseo products, | 
! 
( STREET ADDRESS 
! 
MANUFACTURING DIVISION ° CUYAHOGA FALLS, OHIO } CITY ON SPAT Rte 
t Sie 


OTHER FAWSCO PRODUCTS 


Bucked by 30 years of manufacturing knowhow! 


=e i 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set 
up" for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 





HALLINAN LUMBER CO, 


628 5. W. Harrison St. Portiand 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
Alwoter 9236 Teletype PD 457 


564 Morke: %t.. Sen Francisco 4, Coll. 











VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 
Phone: Timple 2743 TWX SP 49. 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, On=. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: POSTE 





WALES LUMBER COMPANY 


SPOKANE - - - WASHINGTON 
Our Sind Year 
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Distribution Editorial Comments 





“High time to become realistic, rather 


than just talking... 


People like to buy 


where they like the people who sell.” 


Still more comments on 
American Lumberman’s edi- 
torial, ‘‘There’s No Distribu- 
tion Santa Claus.’’* 


To the Editor: ... it is high time 
that the dealer, distributor and the 
manufacturer in the first instance 
become realistic and face this prob- 
lem rather than just talking. I am 
firmly convinced that one of the rea- 
sons for the present situation is that 
the jobbers in many instances in 
the past 10-15 years have not earned 
their functional discount. On direct 
car shipments, they have received a 
functional, which has enabled them 
to sell at a warehouse level cheaper, 
which they have done because in 
this way they could control the sale 
better. 

Because of the condition outlined 
in your paragraph two (for 30 
years, the percentage of the total 
production of building materials by- 
passing the retail lumber dealers in 
distribution has been increasing), 
the dealer, who has been buying in 
carload lots has, in effect, subsidized 
his competitor. By this I mean that 
the jobber, who has received the 
functional discount that he has not 
earned and which has enabled him 
to reduce his warehouse price at a 
point below the overhead involved, 
meaning that a dealer could buy 
out of the warehouse cheaper than 
a dealer could buy in carload lots 
and handle the material himself. 
This can be illustrated on 25/32 
sheathing sold at a dollar a thousand 
out of warehouse over the carload 
price. 

I agree with your solution that it 
is necessary to control the end sale, 
but if the dealer is to compete in 
price with a jobber selling at retail, 
he must in turn buy on the same 
basis as the jobber. You just can’t 
get around that in my opinion and 
I would like for someone to be real- 
istic enough to face it and honestly 
give an answer that would solve it. 


C. A. Thompson 


Thompson Building Supplies 
Champaign, Illinois 


To the Editor: We are certainly 
heartily in favor of your campaign 
to support the distribution of build- 
ing materials through legitimate 
channels. As far as hardware goes, 
we run into many situations where 
the manufacturers of locks, who do 
not have adequate distributor cov- 
erage, sell to almost anyone who will 
purchase their goods. I think the 
facts set forth in your editorial are 
indeed quite pertinent. 


J. Bryer Duff 

Vice President and 
General Sales Manager 
Sargent & Company 


x* * * 


To the Editor: In answer to your 
question, “What are the steps to a 
practical answer?”, the solution, as 
this writer sees it is that every lum- 
berman should wave the flag of his 
business with vigor and vitality. 


Here are some suggestions: 


1. Advertise in every media. 
Sing your song in a big loud 
voice that can be heard in 
your domain. 


2. Put a big badge on your place 
of business in the form of a 
giant, brightly lighted neon 
sign that will burn your name 
into the sky. 


3. Tempt your trade with the 
things you sell. Make your 
merchandising so tempting 
that your trade will taste, 
touch and buy. 


4. Have an emblem, a slogan and 
a color scheme. Use it on your 
trucks and stationery and re- 
peat it over and over again. 


That’s about all there is to it, ex- 
cept that the boss should be a nice 
guy. People like to buy where they 
like the people who sell. And the 
people who sell are the reflection of 
a man who is the responsible head 
of a business. 


Frank P. Connoliy, president 
John W. Masury & Son, inc. 
Baltimore, Md. 


*This editorial appeared in the May 2nd issue of American Lumberman. 
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A natural for the home handyman 


Youngstown Kitchens 
| In Go-Together Colors 


Ls | 
ea.uweve &8@BB SB SB SB 
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Pe Fe A: TA? Fe he 0? i 1 he AA > Hh A 
EASE OF INSTALLATION PLUS COLOR-PLANNING MADE TO ORDER FOR THE DO-IT-YOURSELF MARKET 


Now, with steel Youngstown Kitchens, you can offer your customers the 
double advantage of easy installation plus foolproof color-planning. 
These all-steel, prefabricated kitchens go in quickly, simply—require no 
special tools or skills. 





DO-IT-YOURSELF BOOK CHECK THESE PROFIT BUILDERS: 


Big 16-page edition and a 4-page 1. Consistent national advertising pre-sells 3. Units are delivered in cartons, ready to 

planning sheet. Your distributor has prospects. j ro -_ ‘ 

copies for distribution by you — or , , ; = : » Customer's choice of 4 Go-Together 

nes gl cs y 2. Overnight delivery from 87 strategically Colors: Star White, Dawn Yellow, Merid- 
located warehouses. ian Blue, Sunset Copper. 


No extra cost for color. 


More builders use Youngstown Kitchens than all other steel 


 sahubenhendeabietegaaheahevedeatetententententetetenrententes 








kitchens combined. | Harry Howell, Builder Sales 
; | Youngstown Kitchens, Dept. AL-555 i 
Want more information? Contact your distributor. Or write: Mullins Menutacturing Corporation, Warren, Ohio 
Builder Sales Department, Mullins Manufacturing Corporation, | 
Warren, Ohio { Please tell me how Youngstown Kitchens con help me build business. 
rem om | Please have your representative call on me—no obligation. i 
| | 
| NAME... on . — : = | 
| (Please print) j 
OAS SSE EO an Ze —— | 
® 1 ADORESS —__ ES Se ee = 
Sold in the United States, Canada and most parts of the world | eS TSS a _tate | 


MULLINS MANUFACTURING CORPORATION ¢ WARREN, OHIO 


bn a er area ar erararenen aren anamen am 
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you can depend on 


OSSETT LUMBER Stardaus 


They not only confirm your 
reputation as a dealer in quality 
lumber, but their impressive 
excellence, frequently noted 

and admired “on location,” 

may well attract new customers 
to your service. 

































For instance, here is a residence 
being constructed with Crossett 
lumber in a southwestern city. 
The local dealer furnishing it, 
identifying himself as the supplier 
with his customary on-the-job 
Crossett sign, has benefited 
substantially by the word-of-mouth 
commendation of Crossett lumber 
radiating from this and previous 
projects supplied. 


Maintaining these high standards 
that win and hold customers 

is basic at Crossett. Beyond 

that, our guiding principle is that 
today’s best may yet be improved 
and, to that objective, all our 
comprehensive facilities 

are devoted. 


-ONSTA 
: eh 








CROSSETT LUMBER COMPANY 


Compan? A Division of The Crossett Company 


CROSSETT, ARKANSAS 
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SELL THE COMPLETE CERTAIN-TEED BESTWALL* “PACKAGE” 
FOR DRY WALL CONSTRUCTION 


Here’s a complete “package’’ for 
dry wall construction that can help 
you get extra business. Certain-teed 
can supply everything your custom- 
ers need from Bestwall Gypsum 
Wallboard—now reinforced with 
Fiberglas*for easier handling, better 
nailing, and greater flexibility—to 
the new Bestwall Paints. 


With Certain-teed’s Bestwall Joint 
System, you can offer a choice of 





Completely New Packaging 


Completely new line of boxes and bags 
—redesigned for better display and 
easier sales. 





two different wallboard joint treat- 
ments to meet the needs of both 
professional applicators and “‘do-it- 
yourself” homeowners. 


The I-material treatment uses 
Bestwall Joint System Cement for 
both embedding the Bestwall Tape 
and topping over it in finishing 
joints. The cement is also used for 
“spotting” nail heads. 


The 2-material treatment provides 
Bestwall Bedding Compound, for 
embedding tape and covering nail 
heads, and Bestwall Topping Com- 
pound to cover over bedded tape and 
to finish joints and nail heads. 


For customers who are redecorating 
er have damaged walls, recommend 
Bestwall Spackling Compound and 
Patching Plaster for repair work. 
And sell the new Certain-teed 
Bestwall Paints for finishing off with 
the prettiest colors this side of a 
rainbow. 


It’s a complete, profit-making 
““package”’ you can cash in on for 
extra business. Write for the details, 
direct to Certain-teed now. 


*TM OCF Corp. 





Certain-leed @& 


Quality made Certain . . . Satisfaction Guaranteed 
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CERTAIN-TEED PRODUCTS 


ARDMORE, PENNSYLVANIA 

EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y, 

ASPHALT ROOFING © ‘SHINGLES © SIDING © ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 

GYPSUM PLASTER + LATH © WALLBOARD © SHEATHING © ROOF DECKS © FIBERGLAS BUILDING INSULATION 
ROOF INSULATION © SIDING CUSHION © PAINT PRODUCTS 





NEW BESTWALL 
PAINT PRODUCTS 














Bestwall Softone Alkyd Fiat Enamel 
and Toners combine the restful, “glare- 
free’ qualities of a flat paint with the 
durability of high-gloss enamels. 


Bestwall Semi-Gloss Enamel and 
Bestwall Interior Gloss Enamel are the 
perfect finishes for all interior walls and 
woodwork where a rich, satinlike luster or 
high gloss is desired. 


Bestwall Bestone Washable Latex Paint 
produces a tight, smooth surface that won't 
give dirt a foothold. 


PLUS: Bestwall Primer Sealer ¢ Bestwall 
Casein Interior Wall Paint ¢ Bestwall 
Powdered Primer « Bestwall Masonry Paint 
Bestwall Powdered Colored Texture Paint 
Bestwall Powdered Texture 


CORPORATION 
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Report from 


WASHINGTON 





Mortgage Funds Scarce in Small Towns. . . Nation 


on the Move... U. S. Population Hits 164 Million 


The United States Savings and 
Loan League says that for the first 
quarter of this year home loans by 
savings and loan associations were 
33% above the figure for the first 
three months of 1954. The total of 
these loans for the first quarter of 
’565 was about $2.3 billion. The 
League thinks the total of these 
loans for 1955 will exceed $10 
billion. 

, a 


The final report of a nationwide 
survey conducted by the National 
Retail Lumber Dealers Association 
shows that considerable difficulty is 
being experienced in financing small 
low-cost homes, suburban dwellings, 
and homes in rural areas. The sur- 
vey was made to gather information 
needed in directing the Voluntary 
Home Mortgage Credit Program 
authorized by Congress as a means 
of facilitating the flow of mortgage 
funds to areas where financing is 
difficult to obtain. 


— 


Funds, it seems, are generally 
available in needed quantities in 
larger metropolitan areas. About 
80% of the dealers reporting a 
scarcity of FHA and VA funds were 
in communities with a population of 
10,000 or less. More than half the 
dealers who sent in reports said that 
FHA and VA insured mortgage 
loans were unavailable; and a large 
percentage said this situation had 
been with them for a year or more. 


ee he 


In New England 64% of dealers 
sending in replies reported an ade- 
quate amount of mortgage money. 
But in 13 other States, outside of 
New England, only 19 dealers — 
that’s individual dealers, not per- 
centages — said that financing in 
their localities was inadequate. 


~*~ * * 


Reasons, in descending order of 
frequency, given by reluctant lend- 
ers for shying away from FHA-VA 
loans, are as follows: (1) too much 
red tape, (2) interest rates too low, 
(3) terms of loans too long, (4) 
ge full of inadequate funds. 
n 11 states building and loan asso- 


20 








ciations were reported as making 
the largest number of FHA-VA 
loans. In 15 states commercial banks 
were highest; and in 10 states in- 
surance companies were the leading 
lenders. 

x * * 


About conventional loans: In 27 
states, savings and loan associations 
made the largest number; in seven 
states it was commercial banks; and 
in one state it was insurance com- 
panies. Every state reporting show- 
ed both FHA and VA paper being 
accepted at discounts; though not 
every loan, of course. Reports ran 
from par to 10 points. The NRLDA 
says the average discount nationally 
is about 3%. The loan-to-value ra- 
tio on FHA loans averages about 
85%; on VA, between 90% and 
95%. Duration of FHA loans, about 
20 years; VA, 25 years. 


x« * * 


According to general reports 
from many sources, the Voluntary 
Home Mortgage Credit program 
has been of large benefit to the in- 
dustry and to the home-buying pub- 
lic. A retail lumber and building 
materials dealer is serving on each 
of the 16 regional committees which 
have been set up by the Housing 
and Home Finance Agency to con- 
duct the voluntary home mortgage 
program. The survey should be of 
practical value to these committees. 


> ae a 


At this writing it seems at least 
probable that the Defense Contracts 
Renegotiation Act, which expired 
at the end of last year, will be re- 
enacted to cover 1955 and 1956 
profits. Such an extension is opposed 
by the National Association of Man- 
ufacturers and by the U S Chamber 
of Commerce. 


~*~ * * 


The Administration has sent to 
Congress its proposed housing leg- 
islation for this year. It has asked 
for another year to build the 35,000 
public housing units authorized for 
this fiscal year, that ends June 30. 
Also for authorization to start an 
additional 70,000 public housing 
units during the next three years 


and an additional $3.4 billion of 
mortgage insurance authority for 
the FHA. 

x * * 


The requested additional $3.4 bil- 
lion insurance authorization, if 
granted, will be added to the ex- 
pected carry-over of about $600 
million; to give the agency a $4 
billion insurance authorization for 
the coming fiscal year. The FHA 
says insurance activity in excess of 
$60 million per month under Title I 
in the 1954 act “reflects the contin- 
uing usefulness of the program.” 


.- eS 


The Census Bureau has estimated 
that about 29 million Americans 
changed their homes between April, 
1953, and April, 1954. The western 
and the north-central states gained 
population, while the northeast and 
the south lost somewhat. About five 
million persons moved from one 
state to another; about the same 
number moved from one county to 
another within the same state. Of 
the 29 million movers, 181% million 
went to cities; 71% million shifted 
to rural towns; and just over three 
million are now farm dwellers. 


x« * * 


Last March, according to the Bu- 
reau of Labor Statistics, saw the 
largest number of nonfarm dwell- 
ings started of any one month since 
June, 1951. The March figure was 
27,000 more than the figure for 
February, and it was 21,800 larger 
than the figure for March of last 
year. The March, ’55, total was the 
highest figure for the windy month 
since the buster year of 1950. 


7 @ 


Perhaps justifying the number 
of housing starts, the Census Bu- 
reau also reports its estimate of 
164,000,000 population in the 
United States as of now. That’s an 
increase of 8.8% since 1950. From 
1801 to 1850, the population in- 
creased fourfold. At present there 
are seven times as many people in 
the United States as in 1850. Be- 
tween 1940 and 1950 the number 
of households increased by 23%; 
and the number of households con- 
tinues to mount. 
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Which Fuel to Use? 


Coal? Oil? Gas? Electricity ? 


ing & Ventilating; 
Heating, Piping & 














Even wood is still appropriate—in a cheerful 
fireplace; or charcoal in an outdoor grill. But for 
winter warmth, what fuel gives most comfort at 
least cost? 


For summer coolness, shade trees are often relied 
on; also water evaporating on roofs. Electricity is 
widely used to operate mechanical cooling systems. 
How can its cost be reduced? 


The problem is to find the fuel subject to the least 
loss in Btu’s from Radiation, Convection, Conduc- 
tion, and Vapor Flow. These four are responsible 
for all heat loss, regardless of what fuel is used or 
how heat is supplied. 


Through wall, ceiling and floor spaces, the great- 
est amount of heat loss is by radiation; up to 55% 
for Up-Heat-Flow, 80% for Wall-Heat-Flow, and 
as much as 93% for Down-Heat-Flow. Little heat 
is lost by conduction through building spaces be- 
cause air has slight density. Convection accounts 
for up to 45% of Up-Heat-Flow, about 25% for 
Wall-Heat-Flow, and Zero for Down-Heat-Flow 
because there is no downward Convection. 


WHICH FUEL TO USE? 


In the case of Radiation, regardless of the.kind of 
fuel, heat loss is reduced by multiple accordion 
aluminum as each sheet successively reflects Radi- 
ation or heat rays back in the direction of the 
source at a high 97% rate, absorbing them at a low 
3% rate, and emitting heat rays at a mere 3% rate. 


The 3 or 5 sheets of aluminum and fiber parti- 
tions effectively retard outer and inner Convection, 
also regardless of the kind of fuel. Since their 4 or 
6 layers of air spaces have slight density, heat loss 
by Conduction through them is also slight. 


1,060 Btu’s are lost with each pound of vapor 
which flows out of a building, enough to raise by 
20° F the temperature of 2 rooms, 8 feet high, 13 
by 14 feet in size. Thick, continuous aluminum foil, 


Infra Inselation Inc, 525 Bway, W. Y. C. 
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375 feet to 750 feet long (which means mighty few 
breaks for infiltration of vapor), has almost zero 
permeability to vapor flow. Under its fiat stapled 
flanges, infiltration is slight. 


The new, edge-to-edge, UNIFORM-DEPTH, joist-to- 
joist Multiple Accordion Aluminum’ Insulation 
reduces heat loss by Radiation, Convection, Con- 
duction, and Vapor Flow at so low a cost, that— 


its use in ceiling, wall and crawl spaces, or 
under ground floors will make ANY 
fuel economical. 


FREE! ASHAE BOOKLET AND RADIATION TABLE 

How thermal losses can be reduced by successive 
“screens” of metal and air layers is described in 
the booklet, “Insulating Effect of Successive Air 
Spaces Bounded by Bright Metallic Surfaces” pub- 
lished by the American Society of Heating and 
Air-Conditioning Engineers. This report is well 
worth reading. Obtain it free—Use the Coupon. 


Check coupon to get useful Table of the heat ray 
reflectivity of a long list of materials. 
*Patent applied for 


INFRA INSULATIONS CAN BE PURCHASED 
from 3¢ to 10¢ per sq. ft. 
depending on the type. 


Infra Insulation, Inc., 525 Bway., N.Y.C. Dept. 2-U-5 


Please send () ASHAE booklet, “Insulating Effect etc.” 
Samples of: (j) New Infra () Heat Ray Reflectivity Table 
(1) Consumer folders () Literature, Ad Mats, Displays 


Name______ 


ai 





Address______ 
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The original do-it-yourself plastic laminate 


Beautiful! Economical! Anyone can use it! 


Yes sir! Any eustomer of yours can use Conolite to cover 
tables, counter tops, window sills or wall panels—and he’ll 
thank you for giving him the idea. No special equipment 
needed. This hard-surface laminated plastic bonds to wood, 
metal, press’ board with a lasting grip. Easiest material to 
trim—just score and break. Cover one of your store counters 
with Conolite ... put a counter display where eyes can feast 
on it...and watch Conolite go. Available in a rainbow 
of colors, including wood grains. Comes in economical roll 
form—sell it by the yard. 


Sell at a bargain price — 
get a big, healthy mark-up 


ECONOMICAL. For low per-square-foot price, 
Conolite is outstanding. Waste is eliminated because 
you sell in any length for less trimming, fewer 
seams. 


DURABLE. Full-resistant to boiling water, acids, 
grease, alcohol, temperatures up to 350° F. 


HANDY. You sell Conolite in rolls. The customer 
can carry away a full supply under his arm with 
no fuss, no strain. 


Maik a postiaed. today foe te prof soy 


CONTINENTAL € CAN COMPANY 


CONOLITE DEPARTMENT 
205 WEST 14TH STREET, WILMINGTON 1, DELAWARE 
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This complete, compact Conolite 
sales booster is ready for you! 







Also this compact counter 
display that tells and sells 
— with extra samples in 


back! 
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EASIER SALES, 


The Shutter Window model 
shown above is another good reason 
why  style-minded 


new 


customers show 
quick preference for Taylor Made 
Garage Doors. Notice how the archi- 
tectural Shutter 
with 


W indow—combined 
horizontal lines — fits 
naturally into garage design. All 
Made models 


designed appeal. 


modern 


Taylor have ygarage- 


Taylor Made Garage Doors have built- 
in dealer advantages, too! All models 
are packaged so that they can be 
shipped direct from the factory. Only 
14 bolts are required for quick, ten- 
minute assembly, And packaged doors 
not only eliminate shipping damage, 
but are easier to handle, easier to 
stock, easier to deliver to the site, 





*55-2-€ 


~ New Style 1955 Steel Door! 


HERE’S HOW NEW DESIGN, 


NEW PACKAGING 


BIGGER PROFITS 


Rugged, smoothly operating hardware 
assures easy installation, eliminates 
servicing problems. Exclusive hard- 
ware includes: X-type bracing, nylon 
rollers, cam-action shock absorbers, 
adjustable track strap, and grab-action 
latches, 


Dealers receive complete merchandis- 
ing support, Sales aids include news- 
paper mats, counter literature, posters, 
envelope stuffers, ete, A special 
“Garage Plan” program is available to 
produce additional sales in the “do-it- 
yourself” market. Complete plans for 
the 5 attractive garages shown at left 
including lists of building materials 
are available to dealers. You can ob- 
tain a set of these, along with a Taylor 
Made catalog, by writing today on your 
letterhead to the address below. 


GARAGE 
DOORS 


12430 Evergreen Rd., Detroit 28, Michigan 
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Spring Examination for Sales Executives 





One of Ripley's cartoons, years ago, pictured a plain bar of iron. As it was, said the caption, the iron was worth 
$5.00. If it were made into horseshoes it would be worth $10.50. If made into needles, it became worth $3,285, 
while if fashioned into watch springs the value became $250,000. The figures are open to dispute, but the point 
remains—anyone can use material, it is the skill put into its fabrication that counts. 





The 20 Capacities of a sales executive headed for a top management position. 


(Grade yourself up to five points on each capacity.) 


My Capacities: 


1. Faith—Do I have a belief in sales as a career? Do 
I hold a crusading faith in distribution as the most impor- 
tant segment of our economy? Do I recognize that to 
sustain productive employment we must sell its output at 
a profit in a free choice market? Do I believe that the value 
added by distribution is as important as the value added 
by production? 


Your grade 


2. Mental Vigor—Do I have an open-minded receptivity 
to new ideas which may benefit my business? Do I accept 
the inevitability of change and maintain a research atti- 
tude seeking “what we will be doing when we are not doing 
what we are doing now”? Am I teachable? Can I banish 
pride and prejudice and learn from others? 


Your grade 


3. Comprehension—Do I strive to really understand new 
concepts? Do I weigh them in the scales of practicability ? 
Do I have a healthy respect for tested fundamentals and 
study how to reconcile the new with the old in procedures? 


Your grade 


4. Judgment—Do I practice discretion, discrimination 
and selectivity in adopting and adapting new techniques? 
Do I subjugate opinion to facts? Am I fair, impartial and 
intellectually honest in all dealings? 


Your grade 


5. Money-Sense—Do I recognize that the first require- 
ment of management is to make a net profit? Am I adept 
at money mathematics? Do I correctly interpret budgets, 
ratios, quotas, cost and expense controls, capital require- 
ments, profit objectives, financial and operating statements 
and relate them to current and long swing sales policies 
and objectives? Do I use credit effectively as a sales tool? 


Your grade 


6. Planning Talents—Can I take situations, trends and 
facts and blend them into new and revised policies and 
strategies which will improve results in our operation? 


Your grade 


7. Programming Ability—Can I break down policy and 
strategy into practical tactics and combine the right meth- 
ods anc instruments into a detailed blueprint for effective 
action? 


Your grade_ 
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8. Art of Pricing—Do I have a customer-minded sensi- 
tivity that knows where profitable pricing begins and ends? 
Do I recognize a bargain when I see one—and know how 
to capitalize upon it? Am I adept at making a profitable 
price stand up in competition? 


Your grade 


9. Technical Skill—Am I a master of all the most effec- 
tive tools and equipment for successful sales management? 
Am I completely familiar with the technical aspects of such 
things as product need, acceptance, design, style, specifi- 
cation, packaging, identification, market penetration, dis- 
tribution channels, advertising and promotion? 


Your grade 


10. Drive—Do I have the capacity for sustained initia- 
tive? Am I prompt in organizing new programs — in 
launching changes and improvements in procedure? Do I 
follow through on every program I launch? Am I adept at 
getting enthusiastic acceptance and aggressive application 
by the sales organization? 


Your grade 


11. Deputization—Am I a master of laying out sub- 
ordinate job specifications and then finding, selecting and 
developing colonels and, through them, captains and lieu- 
tenants who will follow through as I would on established 
objectives and programs? 


Your grade 


12. Supervision—Do I have the super-vision that good 
supervision requires? Do I maintain a firm but light touch 
on the reins by verifying, checking and stimulating, rank 
and file performance? Do I know and use the varied incen- 
tives available for better manpower productivity? 


Your grade 


13. Empathy—Do I practice this with associates and 
customers at three levels (1) by striving to think and feel 
as the other fellow does; (2) by striving to make the other 
fellow understand my own thoughts and feelings; and (3) 
by attempting to reconcile the two viewpoints tA. a pro- 
gram for constructive and mutually beneficial action? 


Your grade 
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14. Communication—Am I adept at developing a four- 
way flow of ideas to and from those above, below and on 
a same plane with me? Do I consistently cause these ideas 
to be activated by the right people at the right time and 
thus improve results? Do I have the ability to teach, train, 
coach, counsel and encourage my staff and associates? 


Your grade 


15. Leadership—Do I lead by demonstration as well as 
persuasion? Is my life an open book example of what I 
seek in others? Am I able to inspire a high morale and 
team spirit in the organization? Can I develop a like 
facility in subordinate personnel? Do I know how to moti- 
vate people to work harder—and buy more? 


Your grade 


16. Environmental Sensitivity—Am I aware of the in- 
tra-industry and inter-industry developments, including 
competitive trends, supply and demand levels, and the eco- 
nomic projections that may affect our business positively 
or negatively? Can I identify and segregate the problems 


that need constructive analysis and solution? 


Your grade 


17. Problem Analysis—Do I bore and dig under the 
layers of surface and sub-strata problems to the real prob- 
lems that lie at the bedrock of the apparent ones? Am 
I adept at identifying and clarifying these in terms of ob- 
jectives for solution? 


Your grade 


18. Problem Solving—Am I able to apply imagination, 
originality, inventiveness, resourcefulness and creativity in 
finding practical solutions to problems? Have I developed 
a technique for testing solutions before widespread appli- 
cation? 


Your grade 


19. Expansion—Do I have the faculty of recognizing 
and identifying success patterns that are capable of repe- 
tition? Do I know how to expand their application to the 


limit of each and every market or marketing potential? 


Your grade 


20. Statesmanship—Do I participate in and contribute 
to: civic, community, sports, aesthetic, educational, politi- 
cal and religious activities which will further the growth 
of my personality and prestige and help. perpetuate our 
free way of life? 


Your grade 
YOUR TOTAL GRADE 


A grade of 65 is good, 75 excellent, 85-90 genius at 
work. 


Each of these capacities may be deliberately cultivated 
and expanded. It is suggested that you date your exam- 
ination currently and file it for review of progress at each 
subsequent anniversary. 
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YALE HAS THE PRODUCTS AND THE 
POINT OF SALES DISPLAYS 
THAT SELL THEM "Ae Ze OD 


Ast ! 


FREE! SEND NOW! 

Write for valuable Yale 

"Stock Hardwere Catalog” 

THE YALE & TOWNE MFG.CO, 

Lock & Hardware Div., White Piains, M. Y. 


VALE ®£G. U.S. PAT. OFF. 


{ee YALE & TOWNE 
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American Lumberman Exclusive 





Nine dealers tell... 


How They Sell Lu-Re-Co Houses 


In an exclusive nationwide survey among the 700 building materials 
dealers who have purchased Lu-Re-Co packages, American Lumberman 
found that whereas the average dealer sold five Lu-Re-Co houses in 1954, 


he plans to sell 40 in 1955. 
telling why and how they are selling Lu-Re-Co houses: 


By DAVID C. BROSCIOUS 
Broscious Lumber Co, 
Sunbury, Penna. 

We are selling Lu-Re-Co houses 
(which we re-named Broscious 
Homes) to individuals at net 
prices and contractors at 10% dis- 
count. We feel that Lu-Re-Co is 
the answer to the lumberman’s 
prayer, both as a package sale deal 
and to recapture a market that we 
were losing fast. We have lost the 
sale of only one house since we 
started merchandising our Brosci- 
ous Homes. 

We now have a long list of pros- 
pects, all of whom tell us that this 
is the best house for the money 
they have seen yet—and most of 
them have investigated practically 
all of them. 

We run a special promotion each 
time we erect a Broscious Home, 
inviting people via newspaper, 
radio and direct mail to come to 
see a home built “under roof in 
a day the Broscious way.” Many 
people have stood and watched in 
amazement at this achievement. 
This has been our most effective 
method of promotion. 

In addition we have a sign post- 
ed at each of our homes during 
erection and we have truck signs 
of a similar style which say “here 
goes another Broscious Home.” 


By HAROLD HAGER 
Hager & Cove Lumber Co. 
Lansing, Mich. 

We advertise Lu-Re-Co houses 
in our regular display ad in the 
real estate section of the local 
Sunday paper. As in any package 
selling, we feel Lu-Re-Co prevents 
bill peddling and allows us to put 
more emphasis on value, rather 
than on price. 

Lu-Re-Co, we find, has the con 
struction and labor-saving advan- 
tages which are easily recognized 
by buyers unfamiliar with build- 
ing. Also, the fact that the system 


26 


originated at the University of 
Illinois carries weight with the 
average prospect. Aggressive sell- 
ing using Lu-Re-Co as a potent 
tool can combat prefabs provided 
the lumber dealer keeps his labor 
costs commensurate with the 
amount of assembling work done 
by him. 


By HAROLD E. HARROWER 
Genesee Lumber & Coal Co,, Inc. 
Batavia, N. Y. 

We are selling Lu-Re-Co homes 
to consumers and contractors. We 
have a full-size, half-section Lu- 
Re-Co model at our yard and we 
move this to the local home show 
when necessary. 

We are 100% sold on Lu-Re-Co 
and believe we are also selling it 
to our contractors as more and 
more of them are asking about it. 
We are sold on the fact that it is 
stiff competition for prefabs. Six 
of 10 customers we sold would 
have bought prefabs if we hadn’t 
had Lu-Re-Co. 


By FRED L. DILL 
Dain & Dill, Inc. 
Carmel, N. Y. 

We sell houses to consumer cus- 
tomers and then line up a contrac- 
tor for the customer. We utilize 
newspaper advertising. Many of 
the houses are sold because of the 
quickness with which they are put 
up. I believe package selling with 
Lu-Re-Co is the best way for a 
lumber dealer to capture business 
before it goes to a prefabber. 

We quote a complete price on 
two models. The price includes 
everything but land and appli- 
ances. Several of our builders will 
take these jobs and are glad to 
get them. We get our price and 
the builder in turn knows what his 
profit will be. We arrange financ- 
ing for most houses through sav- 
ings banks at about 70%-80% of 
cost. 


Following are statements from nine dealers 


By DICK THORN 
Rosser Lumber Co. 
Arcanum, Ohio 


We sell Lu-Re-Co houses to con- 
sumer customers and we do the 
building for them. We are selling 
the customer on the idea that we 
are building the nearest thing to 
a conventional-built house and do- 
ing it with the panel system. We 
advertise that a customer can 
move into his house in 28 days 
after he orders it. 

By assuming the responsibility 
of the contractor, we have both 
the customer and the contractor 
coming to us rather than us run- 
ning after them. We also control 
all money and handle the loans for 
the customer, so we aren’t left out 
when the final payment is made on 
material. Also, we find we are not 
talking price, but completed house. 
We don’t have to give away all of 
our profits. 


By C. E. HOPKINS 
Harris Lumber Co. 
Pawtucket, R. |. 

We are selling Lu-Re-Co houses 
to homeowners and contractors. 
We are using a contractor who 
owes us money to fabricate panels 
in our warehouse with his machin- 
ery on a piece basis. This seems to 
be satisfactory so far. 

Lu-Re-Co has wonderful possi- 
bilities as a one-package unit. One 
of the jobs we have furnished was 
developed that way. We anticipate 
$1,000-$1,500 more in sales per 
unit. Lu-Re-Co is the only answer 
we know of to competition from 
prefabs. So far, each house we have 
furnished has been from a differ- 
ent plan changed into four-foot 
modules, It will take us a little 
time, but we believe eventually we 
can win. 
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Broscious Lumber Time Table 


By S. A. LINCOLN 
F. M. Slagle & Co. 


Alton, lowa 


We are selling Lu-Re-Co houses 
to consumers in a package deal. 
Our first house was successful far 
beyond our expectations. Now 
that we have the personnel and 
planning completed, we are going 
to promote hard, stressing the 
low-cost homes and the fact that 
owners can work for equities. 

Lu-Re-Co gives us a method of 
cost control, allowing us to pack- 
age-price and thus eliminate the 
price per M. Lu-Re-Co affords 
more rapid completion and quicker 
turnover. In a small way, it allows 
us to remove some of the selling 
points emphasized by prefabbers. 

Much to our surprise, Lu-Re-Co 
has been readily accepted by car- 
penters. We have explained to 
them what we are trying to do and 
they have gone along. Best of all, 
Lu-Re-Co is something new and 
refreshing for a_ retail lumber 
dealer. Now we have something 
to talk about. 


By ROLAND H. MONTAGUE 
Northborough Lumber Co. 
Northboro, Mass. 


We are selling Lu-Re-Co houses 
to consumers and contractors on 
our regular 30-day charge account 
basis. We advertise them in the 
newspaper, and we have used 
mock-up models at our booth in 
the local “Learn-to-do-it Show.” 
The first house we erected was 
used for demonstrations. 

We feel Lu-Re-Co is the best yet 
for package selling. If any of our 
lost prefab business can be recap- 
tured, this is our means of doing it. 
It will, of course, take time. 

Ours is a small, conservative 
yard. We fell the Lu-Re-Co sys- 
tem will keep us up to date. Most 
pleasing aspect is that each job 
has been paid for promptly. We 
anticipate that the do-it-yourself 




















































and enclose the house leaving the 
inside work for the owner to do in 
his spare time. 


Ry C. M. JOHNSON 
C. M. Johnson Lumber Co. 
Newark, Ohio 


We are selling Lu-Re-Co houses 
as complete packages to both do- 
it-yourself customers and builders. 
Because of land shortages in our 
area, we find that it is almost nec- 
essary that we furnish lots with 
our package houses. We have an 
addition with lots that sell for 
about $1,500, 

When talking with customers, 
we stress that Lu-Re-Co serves to 
combine the advantages of prefab 
with the advantages of conven- 
tional construction. Also, we know 
that we are faced with the neces- 
sity of promoting package house 
selling because we see the trend 
in that direction. 

As a method for recapturing pre 
fab volume, Lu-Re-Co is a good 
one for all concerned, It gives the 
customer more for his money. It 
gives the dealer a fixed cost of 
construction which assures him a 
fixed profit. And, the most impor 
tant thing, it gives the dealer a 
better margin to operate on. 

In these days of price cutting, 
this is a very wonderful thing 
indeed. 


NOTE: The Lu-Re-Co system of 
construction, covered previously in 
issues of the American Lumberman, 
was developed especially for lum- 
ber dealers by the University of 
Illinois Small Homes Council under 
a grant by the Lumber Dealers Re- 
search Council. For additional in 
formation write: Raymon H. Har- 
rel, Research Director, Lumber 
Dealers Research Council, Dept. AL, 
18th and M Streets, N.W., Wash- 
ington, D. C. 


» 
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Leading builders have 
learned a lot about buyers, 
recently. They've learned 
that homes with built-in fea- 
tures sell faster. 


Before you are ‘put on the 
carpet,"’ choose the right win- 
dow —the removable A.R.B.—the 

only wood window with positive 
adjustment for BOTH loosening and 
tightening. 


With A.R.B. windows, home owners 
can clean or paint—‘'on the carpet,” 


right inside the room. 


ARPET 


The Heart of the A.R.B. ''400”’ 


Patented METAL sash guides and 
spring tension units make A.R.B 





wood windows adjustable, remov 
able, and weathertight. It requires 
no more time or effort to install 
A.R.B. windows than any other 
type of prime windows 
i i 


ad 
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See your nearest lumber dealer, or 


A.R.B. WINDOW SALES COMPANY 
19433 JOHN R STREET » DETROIT 3, MICHIGAN 
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Here's How One Dealer 


Advertises Lu-Re-Co Homes 
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FOLD-OUT PAMPHLET, printed in two colors, utilizes mats that come 
Pamphlets sseeeeeeee* in Lu-Re-Co packages to promote the Broscious homes to the do-it- 


yourself trade. 


Direct Mail ....... 
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INVITATIONS TO WATCH construction of a Broscious 
Lumber Co. (Sunbury, Penna.) home is extended to the 
public in this display ad. The construction demonstrations 
have been highly successful for the firm. 


ACTUAL SNAPSHOT (taken by one of the self-developing 
cameras) is used to spark up this excellent direct mail 
letter used by the firm. 
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Music 
Draws Customers 


to Economy Corner 


Homeowners flock to warehouse 


area to buy items at substantial savings. 


Music is used as a magnet to draw customers to 
the economy corner opened last month by the Elgin 
(Ill.) Lumber & Supply Co. An old table model radio, 
set on a shelf in the corner, provides the music. 
People just naturally want to investigate where the 
music is coming from, explains president Harold T. 
Seigle. 


And there are plenty of signs to direct them, too. 
Starting with a colorful Scotsman cutout figure on 
the sidewalk, pointing to the warehouse entrance, 
there are all kinds of sign reminders inside the ware- 
house, reminding customers that “It’s Smart to Be 
Thrifty” and “Serve Yourself and Save.” 


To meet the demand for shorts, the Elgin firm is 
now ordering mixed cars which include shorts up to 
eight feet. All the products in the economy corner 
are neatly stacked and displayed. These items include 
lumber, plywood, molding, paint, hardware and fenc- 
ing. Customers save an estimated 30-40% on these 
items, each being plainly price-marked. 


Needless to say, the corner is a bee-hive of activity, 
especially Saturday mornings. The store is also open 
one night a week. 
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FATHER AND SON do-it-yourself 
team help swell Saturday traffic. 


SHOPPING IS FAST and easy in this 
new economy corner. The corner is 
notable for its good housekeeping, 
price-marking and signs. 















Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 





MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER  Kiln-dried 











DURABLE 
Low Cost 
FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 





More and more of your cus- 
tomers are asking about 
treated pole frame construc- 
tion because it costs less... 
lasts longer. Treated Lodge- 
pole Pine from J. Neils is the 
answer to their needs and to 
increased sales for you... 
J. Neils poles are straight, 
strong—selected from our 
own timberlands...and treat- 
ed (penta or creosote) in our 
own plant. Mixed cars can 
include poles with treated or 
untreated lumber. Write for 
information. 


J. NEILS 


LUMBER COMPANY 


MILL AND TREATING P' ANT 


AT 
LIBBY, MONTANA 
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IT SELLS 
on QUALITY! 


Choice timber, carefully manufactured and graded into 
first-quality flooring, gives you a flooring line in Mt. Vernon 
brand that is hard to beat. For years it has performed 
dependably—with no deterioration or loss of beauvty—in 
any of three species, This reputation for quality will stand 
you in good stead, with customers ond soles. Ask about 
NOFMA-certified Mt. Vernon brand flooring today. 


Also BAND SAWN HARDWOODS. Write or eall-— 








MOBILE RIVER SAW MILL CO., INC. 


M?. Vernon, Alabame 


Reduce Delivery Costs 
and Speed up Deliveries 
with 


Load or Unload a Load 
or Half Load at a Time 


Complete Beds Shipped KD 
Easy Assembly & Mounting 
Write, wire or phone for Cotalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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BUDGET 
SELLING 


Pulls in 1,000 Customers Annually 


Here’s how $100-$300 sales are made to consumers on 
a budget payment basis at the Hankins-Paulson Lumber Co., 


Uniontown, Penna. 


A consumer customer can walk 
into the Hankins-Paulson Lumber 
Co, and, after a credit check, buy 
up to $300 worth of materials on a 
budget plan with no down pay- 
ment. The customer signs a charge 
account contract, which is carried 
by the firm itself, and agrees to 
make specific monthly payments 
and to pay a 1% interest charge 


on any balance over three months 
old. 

“Our budget sales plan is pat- 
terned after the plan used by a 
large Pittsburgh department 
store,” says J. H. Hankins, presi- 
dent of the Uniontown, Penna., 
firm, “and it has operated smoothly 
since we started it two years ago. 
We handle about 1,000 accounts 


annually which range in size from 
$100-$300.” 

According to Hankins, here are 
the advantages of the firm’s budget 
sales plan: 

1. Budget selling allows the 
dealer to compete with other re- 
tailers for the consumers’ dollar 
on an equal sales basis. 

2. The budget plan turns many 
prospects into buyers. 

3. People are accustomed to 
buying the time-payment way. The 
firm has had only two defaults 
since the budget sales plan started. 


4. Budget selling tends to keep 





APPLICATION FOR CREDIT gives important information. 
The credit clerk checks with the local credit bureau and 
types the customer's credit record on the back of this form. 


BUDGET CHARGE CONTRACT stipulates the total amount 
and monthly payment breakdown. Item four, the judgment 
clause, allows the dealer to collect without expensive court 
hearings. 


32 May 30, 1955, AmericaAN LUMBERMAN AND 














people on the books and encour- 
ages larger and more frequent 
purchases. 

5. Budget selling by signed con- 
tract avoids the uncertainty of a 
verbal agreement on how, when 
and if the customer will pay. The 
dealer has the customer’s promise 
to pay in black and white and so 
does the customer. 

6. The budget contract itself 

includes a judgment clause which 
gives the dealer the right to legally 
collect without going through the 
expense of a court hearing. 
7. The contract also includes a 
1% interest charge for balance 
over three months past due. The 
income from the interest charges 
alone, which last year amounted 
to about $2,000, helps pay for the 
cost of administering the system. 
The interest charge encourages 
people to pay their bills on time. 

8. Hankins-Paulson Company’s 
budget selling system is handled 
by regular employes; additional 
help is not needed. 


How the System Works 

“We studied the credit plan of 
a large Pittsburgh department 
store,” says Hankins, “and pat- 
terned our own plan on theirs. 
Thus, we were able to start out 
with a successful plan. We also 
sought the advice of the Union- 
town Credit Bureau. 

“The first rule in granting cred- 
it,” he explains, “is to thoroughly 
know the person you are dealing 
with. We have the customer fill out 
a very complete credit application 
form (see cut). 

“We then check with the credit 
bureau and with other stores in 
town where the applicant has 
made purchases on time. Our 
credit clerk, Miss Norma Jean 
Collins, types the applicant’s cred- 
it history and a record of his pay- 
ing habits right on the back of 
the person’s credit application.” 

Credit customers then sign a 
form called the Automatic Budget 
Charge Contract. This form stipu- 
lates the total amount of the pur- 
chase and the amount of the 
monthly payments (see cut). 

Hankins explains that if a credit 
customer adds purchases to his 
account before it is paid up in full, 
the credit department simply 
opens a new account for the new 
purchases. This is done so the cus- 
tomer does not pay past-due inter- 
est charges on his later purchases 
until, of course, the three-month 
period elapses. 


Close Sales Quickly 


Hankins-Paulson announced its 
budget plan in newspaper adver- 
tising and with direct mail letters 
to customers. The system is men- 
tioned frequently in the firm’s 
regular newspaper display ads. 

(continued on page 65) 
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CONTRACTS ARE DOUBLE-CHECKED by Miss Norma 


Jean Collins and J. H. Hankins. Out of almost 2,000 budget 
accounts in two years, only two have defaulted. 


ROSIE ... the Best 


Salesman Dealers 
’ Va eS A 














.»» because Rosle is the 
symbol of QUALITY... ROSEBURG 

QUALITY...GRADE and TRADE 
MARKED LUMBER and PLYWOOD. 


Rosie stands for CUSTOMER ASSURANCE of 
Flexibility, Size, Grade and Specia in both LUMBER 
and PLYWOOD, TEXTURE ONE-ELEVEN, 
architectural siding in 8, 10 and 12-ft, lengths. Exterior 
PLYFORM...4' x8 BB oil and edge-sealed. 

So, you see, Rosie is the dealers’ best friend... his 
shipments assure repeat orders with no kick-backs., 
For complete customer satisfaction, 

be wise... REMEMBER ROSIE. 

His stamping ground is the big timber 
region named for Douglas Fir, Douglas 
County, Oregon...the U. 8.’ Largest 
Stand of Virgin Timber. 








100% KILN 
DRIED 





ROSEBURG 
LUMBER CO. 
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+ ROSEBURG LUMBER CO., Roseburg, Oregen ‘ 

' Please send us name of the nearest ROSEBURG ' 

For all needs: sa aans eiakaaaian a felines, 
i [} Please send us name of the nearest ROSEBURG i 

Order from your neorest i Piywood Wholesaler or Jobber, i 
ROSEBURG WHOLESALER ! 1 
or JOBBER. : Firm a ; 
(if you don't heve his i i 
name and address i By ! 
A i i 
the coupon) i Street i — — i 
; City._ ———— ll ; 

: ' 
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Imnsulite product 
first chance 


“ INSULITE 
: + Taunt Sat sCemenile.» 


—_ 


First wees-ines ineutotion board First asphalt-impregnated insula- 

wens 1 out « ill in 1914 and marked tion board © ypened new markets 

Y niaudere (This early ship now waterproofed throughout . . could be used 

vided shelter for victim r stored anywhere in any weather. The first 

te has created and 32” insulation board sheathing followed in 1936 and the big 

introduced virtual! luct in t business. Su shi ift from wood to fiberboard sheathing was on. Other firsts fol 
big volume items for dealers oe lowe 1, Among them. . 


3. Ins sul ite was 


oh diatetrous 1918 fore 


another example of 


now MMISULITE.....- 











at mew markets! 
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First approved Shingle-Backer First Roof Deck with vapor barrier 
l9 Jl 2 System reated new opportunitie s for more » 1994 was one of the big new product developments of 


Dealers now had an eas ms -to the year and made low-cost exposed beam ceil 

riced shingle under ng construction practical anywhere because of 

proval of this new way to apply insulation é isive built-in vapor barrier. This new 3 in 1 product was 
ver insulation board sheathing created tant : ind again created new sales opportunities for 


First crack at new markets has historically gone to Insulite dealers since Insulite has 
pioneered virtually every successful insulation board product on the market. Today, most of these 

} products (even the newest) are big volume, high turnover items for Insulite dealers. We'll be happy 
to send picture-literature describing them. Just write Insulite, Minneapolis 2, Minnesota. 


you sen AIS OLIT. 


} Made of hardy Northern wood 





INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 
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THE KELLEYS talk with Clarence 
Brigham, manager of the Alamo Lum- 
ber Co., Lockhart, Tex., about a mort- 
gage loan. 








With the help of Lumbermen’s Investment Corp. 


The Kelley Family Builds a House 


Picture story dramatizes 
loan service operated by 
Texas dealers. 


Carlton P. Kelley, an employe of 
the Southwest Natural Gas Co. in 
Lockhart, a town of 5,500 in cen- 
tral Texas, needed a home for his 
family. But like so many Ameri- 
cans, he lacked the ready cash. 

He applied for a loan with a San 
Antonio mortgage loan firm, but 
an investor couldn’t be found in 
Lockhart. Manager Clarence Brig- 
ham of Alamo Lumber Company’s 
Lockhart yard suggested Kelley 
try the Lumbermen’s Investment 
Corporation. LIC, organized by 
the Texas Lumbermen’s Associa- 
THEY VISIT THE LOT on which Kel- tion (see American Lumberman, 
ley would like to build, giving manager May 2, for details), is making 
Brigham a chance to look over the site. mortgage money available in these 
localities where it has been diffi- 
cult or impossible to obtain here- 
tofore. 

Kelley applied and received a 
loan for $8,200. His monthly pay- 
ments, including principal and in- 
terest, are $45.59. 

Since February 1, when Title | 
loans were first accepted, LIC has 
approved 210 loans for a total of 
$180,000. Title II and GI loans 
were first accepted about March 
15. Since that date 78 applications 
have been approved for a total of 
$736,600. 





ALMOST READY TO MOVE IN, Mrs 
Kelley points out a construction fea- 
ture to her husband and son. 
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DEALER POINTERS 


~~ 


Handy Bag Rack Helps 
Convert Scraps into Profits 


To conveniently bag scraps to be sold as kindling 
wood, Mohawk Lumber Co., Detroit, has designed a 
handy rack to hold sacks upright at its cutoff saws. 

The sacks are held in position by the points of nails 
spaced around the edge of a hole—the same diameter 
as the mouth of a potato sack—cut in a piece of %4” 





plywood. One-inch nails are driven through the ply- 
wood from the underside of the rack. The edges of 
the sack are simply hooked on the protruding nail 
points. A leg was added to give the rack additional 
strength to support the bags. 

Kindling formerly considered waste is now an ex- 
tra source of profits. The bags of kindling sell for 
19¢ each cash and carry. A 10¢ deposit is required 
for each sack. 





eter 2 Se oe 


$10 Sign Sells $108 in Wheelbarrows 


North Hollywood Lumber Co., California, ran a 
spring profit special on wheelbarrows and long-han- 
dle garden tools. It cost them $10 for the big outdoor 
sign. The promotion sold 10 wheelbarrows in the 
first two days and stirred up plenty of traffic for all 
kinds of garden supplies. 




















THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


(CANADIAN ForREsT Propucts LTp. 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 
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TWO SISTERS form the management team of the Beachview Lumber Co., Amityville, 


‘. ¥. Left to right, are Miss Dora Elkind and Mrs. Min Gabor. Mrs. Gabor’s two sons, 
Marty, left, and Larry, are assistants 


Women Run Do-It-Yourself School, 


Can you imagine a do-it-yourself 
school, where contractors serve as 
an advisory board? 

It may be a little hard to believe, 
but there is such a school and it’s 
run by lumbermen, excuse please, 
lumberwomen! Only women, per- 
haps, could get a group of hard 
headed contractors to advise do-it- 
yourself customers with their 
problems. 

These women, Mrs. Min Gabor 
and her sister, Miss Dora Elkind, 
are no strangers in the lumber 
business. They started as office 
workers in Manhattan lumber 
firms several years ago and opened 
their own yard in Brooklyn in 
1946. Now their customers extend 
even to the Virgin Islands, where 
they ship treated lumber for use 
in that warm, damp climate. 

Their firm, the Beachview Lum 
ber Co., in Amityville, L. L., has 30 
employes, most of them men. 

Right now, the sisters, aided by 
Mrs. Gabor’s two sons, Marty and 
Larry, are running a 20-week 

CHECKING ACCOUNTS with Miss Ellen Terry, chief bookkeeper, are Miss school for do-it-yourself students. 
Elkind and her sister, Mrs. Gabor The subjects range from wood 
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Two sisters not only line up a 20-week 


series of comprehensive classes, but get con- 


talking 


tractors to help them! Read how they do it. 


Lumberyard, Too! 


working techniques to home fi- 
nancing. Courses also include 
product discussions and applica- 
tions, new construction and remod- 
eling. Suppliers’ representatives 
appear on several of the programs. 
The courses are intended to be 
helpful to both homeowners and 
contractors. 


Planning the School 
In laying the groundwork for 


their do-it-yourself classes, the 
first thing the ladies did was to 


interest the Amityville High 
School authorities in sponsoring 
the school. The school not only 


made its facilities film projec- 
tors, blackboard and faculty advis- 
ers—available to the company, but 
made the course a part of the regu- 
lar adult education division. 
Both the newspapers and a di- 
rect mail folder outlining the 
course in detail were used to se- 
cure advance registrations (both 
media include a registration cou 
pon). Prospects were asked to 
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suggest subjects they 
to have covered, 

Most of the registration coupons 
were filled out by women, Mrs, 
Gabor says. The registration fee 
of $2, set by the school to defray 
custodial costs, covered couples as 
well as single registrants. Large, 
Manila envelopes were printed so 
students could have a permanent 
file for their materials. Additional 
literature was passed out at each 
session. 


would like 


“Husband-and-wife teams com 
prise over 50% of the enrollment,” 
says Mrs. Gabor, “a fact which we 
mention in our publicity. 

“As enrollment coupons came 
in, we sent out copies of the sched 
ule and then several days before 
each session, we send out reminder 
post cards,” explains Mrs. Gabor 

“To make our contractors a part 
of the program, we set up an ad 
visory board and they attend each 
session to give profes sional advice 
to student members. 





COVER: 


MILL VISIT finds 
foreman William 


sisters 
Norton 


Most of the firm’s employes are men 





INTERESTED STUDENT at 
yourself class intermission 
help from Larry Gabor, right 


do-it- 
receives 





BLACKBOARD IS USED by Gerald C 


Hagen, Weyerhaeuser representative, 
to explain conversion of lineal to board 
feet 


“We are organizing small study 
groups, which will pool their in- 
formation and skills in building 
individual projects like garages. 
We are placing special emphasis 
on these off-shoots of the course.” 
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Survey Reveals .. . 





Farmers Are 


FARM FAMILIES in the mid-America region are in a remodeling mood, according 
to a recent survey by a national farm magazine. 


in a Remodeling Mood 


About 15% of the farm families plan to build additional 
rooms. Many are planning for new kitchens, paint jobs and 


floor covering. 


Farmers are in a remodeling 
mood. In fact, 15% of the farmers 
are planning to add one or more 
rooms to their present homes. 
This can represent a sizeable sales 
volume to rural and suburban 
building materials dealers. 

These and additional facts con- 
cerning the farm market were re- 
vealed in a survey of a representa- 





are insulated. 
covering. 


ment in the kitchen. 


market for KD cabinets. 


months. 





Farmers Need These Products 


Here are some of the good markets for dealers revealed in the survey: 


1. Insulation—less than 50°/, of the farm houses covered by the survey 
2. Linoleum—almost 74°/, of the farm houses still use this type of floor 


Kitchen remodeling—almost 20°/, still use antiquated heating equip- 
Most farmers have made their own kitchen 
cabinets or had them made by a carpenter. Here's an excellent 


Paint—only 19°/, of the farmers had painted their homes within 12 








May 30, 


tive number of the 1,300,000 farm- 
er-subscribers of Capper’s Farmer 
magazine. The percentage figures 
listed are based on the total num- 
ber of the magazine’s subscribers. 
About 90% of these farm families 
live in 15 states in and around the 
midwest. 

Here are the important survey 
facts that apply to dealers: 


Room Additions 


Many of the house remodeling 
projects planned by farmers can 
develop into especially big-ticket 
sales for dealers. While most of 
the farm families need one new 
room, almost 5% want two added 
rooms and about 2% want three or 
more rooms added to their homes. 

Most farmers say the additional 
room will be a bedroom. In order, 
the farmers’ other preferences for 
the new room are bathroom, utility 
room and kitchen. 


Facts on Kitchens 


It is interesting to note that 
while 75% of the farm homes have 
built-in kitchen cabinets, more 
than 52% of the cabinets were 
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Minnesota-Ontario Paper Ce 0 
COVER: ROOM ADDITIONS are one of the prime needs 
Most want the 


convenience of 
the KD type 





LINOLEUM POTENTIAL on the farm also is huge; 74% 
of the farm homes are now using linoleum as floor covering 


built by the farmer himself or a 
carpenter. Apparently, there is a 
great potential for selling factory- 
made kitchen cabinets to farm 
families. Because of the do-it- 
yourself nature of most farmers, 
they represent a good market po- 
tential for KD cabinets, which 
they can assemble and _ install 
themselves. 

The fact that about 20% of the 
farm kitchens still have coal, wood 
or kerosene ranges would indicate 
a solid market potential for not 
only new appliances, but for com- 
plete kitchen remodeling projects. 

About 4% of the farm families 
plan to purchase kitchen ranges 
as their next major purchase; 
8.7% plan to buy home freezers 
and 3.3% plan to buy new refrig- 
erators. 


Farm House Painting 


Only about 19% of the farmers 
had painted the exterior of their 
homes in the past 12 months, which 
indicates a vast potential for house 
paint. Most farmers prefer two 


coats of paint for their homes. 
Farm families are much more 
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active when it comes to painting 
the interior of their homes. More 
than 75% report having interior 
woodwork that must be painted or 
varnished. 

More than 61% now have paint- 
ed walls or ceilings and about 56% 
have papered walls or ceilings. 
These figures reflect a recent trend 
in farm homes from papered to 
painted rooms, 

There is a definite potential for 
floor varnish and paint sales on 
the farm. More than half of the 
farm families report having paint- 
ed or varnished floors; 7.2% of the 
farmers report having re-painted 
or re-varnished floors in the past 
year. 

Floor Coverings 


Percentage figures indicate a 
slight trend toward linoleum floor 
tile over asphalt tile for farm home 
floors. While about 10% of the 
farm families report having as- 
phalt tile in their homes, almost 
18% now have linoleum floor tile. 

Ordinary linoleum still holds a 
healthy lead in use in farm homes; 
almost 74% are using linoleum and 
32% are using pliant floor tile. 





KITCHEN CABINET MARKET is ripe for farm homes. 
Many farmers install their own cabinets and many prefer 






HEAVY PAINT SALES can be made 
to farm families because more than 
60% of the farm homes have painted 
walls and ceilings. 


The survey figures reveal a 
strong market potential for insula- 
tion sales in farm homes. Less 
than half (45%) of the farm homes 
are now insulated, and only 5.3% 
of the farmers reported installing 
insulation in their homes last year. 

About 9% of the farmers said 
they added new roofs to their 
homes in the past year. 





Try Radio Advertising 


Lumber dealers planning ad- 
vertising to reach the farm mar- 
ket should consider radio as an 
important medium. 

Results of the Capper's 
Farmer magazine survey indi- 
cate that there are many more 
farm radios than TV sets. 

The survey reveals that while 
40.7°/, of the farm homes have 
TV receivers, more than 97°, 
have radios—and 76.5%, have 
more than one radio. 
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It won't come as any surprise 
to you to hear that home 
remodeling has become a 
multi-million dollar market. 
You've been aware of the 
boom going on in this direc- 
tion for some time. And, as 
an alert dealer, you've been 
featuring products that 
appeal to this rich market. 


. 


It may surprise you, however, to learn that August 
is the biggest month for home remodeling, accord- 
ing to the National Retail Lumber Dealers 
Association. During August, that hot listless last- 
month-of-summer, when people are 





supposed 
and 
at work making their 


to be lying 
Mrs 


home 


around sipping cool drinks, Mr. 
Homeowner are hard 


more attractive 


* 


That means they are in the market for all kinde 
of home-improvement materials. And I'll bet my 
hat that the foregoing applies — perhaps to a lesser 
degree —to June and July, as well. For flooring 
dealers, it represents a grand opportunity to bol- 
ster their sales during so-called quiet months. And 
by playing up the remodeling angle of floor tile, 
you'll build up your summer sales— level out those 


seasonal peaks that are so uneconomical from 


your standpoint. 


|i 











MOULTILE, of course, fits perfectly into this 


picture. With the fine Moultile line of tile flooring 
you can meet the needs and desires of all your 
customers. So feoture Moultile asphalt tile; Jubilee; 


Moulflex, in marbelized and Jubilee patterns; and 
Moultile Parquetry. All have powerful appeals to 
Mr. and Mrs both 
decorating aids and as practical work-savers. 


MOULTILE, INC. 


Dept. 3-530 
+ Long Beach, Calif. « 


Homeowner as smart 


Joliet, i. Newburgh, N.Y. 
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DEMONSTRATIONS. 
board was described by 
homeowners. 


Application technique for plaster- 


one exhibitor to interested 


In a town of 11,500 


7,000 Attend California 


The fact that people are eager to learn about what’s 
new in building materials was proven again when 
7,000 persons thronged a California dealer’s three- 
day show in a town of 11,500. 


Staged in early February by the Hammond Lumber 
Company’s Watsonville yard, the show was pro- 
nounced “a terrific success” by Robert C. Allen, Ham 
mond’s northern California retail division manager. 


EXHIBITS: The show was the city’s first free 
display of building materials and equipment. Twenty- 
three exhibitors manned display booths in the firm’s 
90'x250’ lumber shed from 1-10 p.m. each day. A 


number of exhibitors demonstrated application 
techniques. 
PRIZES: “We gave away prizes each day at 5 and 


9 p.m.,” Allen says, “and for one drawing, we had 
more than 500 people present.” Gifts of merchandise 
were contributed by the exhibitors. 


ENTERTAINMENT: Entertainment was provided 
by Watsonville talent free of charge. It included folk 
dancing, singing and acts by a Watsonville dancing 
school. More than 2,500 free balloons were given to 
children who were accompanied by their parents. 


ADVERTISING: The actual cost of putting on the 
show, according to Allen, was much less than orig- 
inally anticipated, with publicity costs being the 
highest. The show was promoted with television and 
radio spot announcements and the Watsonville radio 
station covered each day of the show. 


RESULTS: “We think it was a terrific success, 
Allen declares, “and it more than accomplished what 
we set out to do. The Watsonville Business-Mer- 
chants Association was so enthusiastic that they 
suggested we hold the show again next year. With 
the association’s backing, we expect the entire city 
will get behind our effort and we may make it an 
annual affair. We expect to stage similar shows in 
our other northern California yards in the near 
future.” 


The Hammond Lumber Co. operates 13 retail yards 
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EXHIBITS. Product display booths were manned by 23 exhibi- 
tors in the California dealer's lumber warehouse. 


Dealer's Product Show 


in northern California and 21 in the Los Angeles and 
southern California area. The Watsonville show, 
arranged by Allen and J. M. Nicholas, Watsonville 
yard manager, served a double purpose: 


1. It gave Watsonville and nearby residents a 
chance to see the products carried by the firm. 


2. It served as a focal point for a meeting of all 


the firm’s yard managers from northern California. 

Among the Hammond managers in attendance 
were: Frank Bobeda, Freedom; Richard L. Ustick, 
Modesto; Byron L. Peart, Sonoma; George Souza, 
Los Banos. 











Pennsylvania FENCING SUPPORTS SIGNS at 

Shanaman Lumber Co., Phoenix- 
ville, Penna. This fence runs for 
blocks and signs are placed at all 
support posts 
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"It's just what we aiel for” 
... Say Builders and Masons 


Easier to Install 


The improy ed design of the Heatilator 
unit makes installation easier in 
modern homes. It is adaptable to 
any flue size or shape, Bhs = greater 
freedom in building offset flues, and 
eliminates sharp angles, when two 
fireplaces are built in the same 
chimney 





Exclusive Pressure-Seal Damper 
When the damper is closed the damper 
blade rests snugly against a specially 
designed asbestos gasket. Then slight 
additional pressure on the damper 
handle firmly sets the blade against 
the gasket and locks it in place, pro 
viding a positive air-tight seal 


A Must" for Air-Conditioned Homes —[n air-condt- 
tioned homes it prevents the loss of expensive 
summer cooling. In winter, the Pressure-Seal 
Damper prevents the loss of costly house heat 
up the chimney—stops cold chimney downdrafts 
from chilling the room 





© Write for folder giving full details 
and specifications 


HEATILATOR, INC. 365 E. Brighton Ave., Syracuse, N. Y. 


«% HEATILATOR 


FIREPLACE UNI! 
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No. 35 of a Series 


MATS FOR YOUR “PROJECT” ADS Enjoy these home improvements 


To help establish your yard as selling headquarters —. NOW.. . take years to pay! 
for all light construction projects, run ads featuring I~ 
the complete package. These two suggested ads are ’ YOU PLAN... ESTIMATE COSTS... ARRANGE CONSTRUCTION 
illustrated with ADservice mats — just a few of the 
254 mat illustrations available from American Lum- 
berman at amazingly low cost. Write for free catalog. 


2 col. 6) Enjoy these <P 3 col. 
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x 12 in. x 16 in. 
ing mats using mats 
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ADD A ROOM MODERN 
KITCHEN 


Custom designed for you! 
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SUGGESTED COPY “A” “BEB” “Cc” “p” 
Here’s the ideal way to expand Come in and see our model kitchen More than 80 up-to-date plans to Let us help you solve the problem 
your home. . . add to your fam- exhibits . . . the beautiful (type choose from! You profit three of crowded living! Waste attic 


& brand) cabinets... (brand) 


ily's comfort and happiness. . . counter tops in exciting new eolors ways — protection for your car space can be converted into a 
and permanently increase property & patterns . . . (brand) floor tile . . Inereased property value a cozy, comfortable bedroom or 
value. Our Home Service Dep't ... (brand) wall tile. Then we'll guaranteed materials and work- that open porch can be made into 
will help you plan it to fit your plan a beautiful, comfortable, con- manship. We invite you to inspect a combination den-bedroom — and 
needs and your pocketbook . .. venient kitchen -—- just for you! the model garage in our yard. you can enjoy it as you pay. 
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INTERIOR VIEW of Tracy Kitchen’s $50,000 mobile 
kitchen display which recently embarked on a 10-month 
tour of the United States 


Mobile Kitchen Showroom Hits the Road 


A $50,000 mobile showroom of modern Tracy kitch- 
ens left Pittsburgh last month for a 10-month visit 
with housewives in all parts of the United States. 

Built into a specially-designed 40-foot trailer are 
three distinctly different kitchen arrangements fea- 
turing colorful gliding door steel cabinets and 








stainless steel sinks produced by Tracy Kitchens 
div., of Edgewater Steel Co. 

Tracy officials estimate their traveling showcase 
will cover at least 100,000 miles during its trip to 
dealer locations around the country. Tracy dealers 
will host housewives, interior decorators, architects 
and builders when the display arrives at their place 
of business. The trailer is completely self-contained 
with its own lighting, heating and air conditioning 
systems. 


Weather-Proof Opens 7 New Warehouses 


Weather-Proof Co., Cleveland, Ohio, manufacturer 
of aluminum combination windows and doors, re- 
cently expanded its warehouse facilities to include 
seven major cities. The new warehouses are located 
in St. Paul, Kansas City, Mo., Rock Island, Indian- 
apolis, Detroit, Camden, N. J., and Troy, N, Y. 

Complementing the expansion, the firm also has 
acquired a fleet of trailer trucks. These two moves 
are aimed at offering faster service to dealers han- 
dling the Weather-Proof line. 

H. H. Horowitz, president of Weather-Proof, re- 
ports that the greater number of warehouses and the 
direct delivery service have eliminated freight losses 
and shipping delays and have enabled the firm to in- 
crease sales volume without increasing inventory. 


(continued on next page) 


MORE CUSTOMERS! 


MORE PROFIT! 


MORE REPEAT BUSINESS! 





all this when you stock 


we sOAK FLOORING 











Yes, Padgett-Smith Oak Flooring is easy to sell, easy to lay and 
assures a good profit for you. Our sales have grown considerably 
year-after-year because of the high quality, excellent millwork, 
color and grain uniformity and fast delivery of our orders to new 
accounts and steady repeat orders from customers of many years. 
Investigate our price and delivery service. Representatives in 


most states. Your first order will convince you. 


MITH FLOORING COMPANY [2%5.2) view, wo 
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Logs Grooved for Handyman-Built Cabin 
As a result of a year’s research, Thomas W. Oster 
has developed a method of manufacturing precut, 
grooved pine logs which can be used to construct 
homes and cabins at a relatively low cost. 
A special patented process 


is used by the Air-Lock Log y 

Co., Inc., Prescott, Ariz., to yy iz 

cut the logs to exact specifi- | 

cations. Grooves and tongues - 


provide construction almost 

as simple as building a 

child’s block house. o 
The native ponderosa pine ° 

is peeled and bored hollow so 

it can be thoroughly sea- 

soned. This reduces checking and cracking. Logs are 

preservative-treated to resist insects and moisture. 
The cabins, precut at the factory to exact specifica 


we 


) You can be 


URE of 


QUALITY 


= = 


wu & 
UNIFORMITY 





Always Meeting 
Your Highest 
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tions, can be erected by any handyman. Each cabin 
purchaser will have the services of an Air-Lock Co. 
staff member on the first day of construction to help 
him get started properly. 


Duraflex Sales Pass 150,000 Mark 


Installations of Duraflex aluminum and vinyl] plas- 
tic thresholds have topped the 150,000 mark in the 
United States according to a recent announcement 
by George W. Cornell of the Duraflex Co., Miami, Fla. 

At the same time, Cornell announced that March 
orders for Duraflex thresholds for residential and 
commercial buildings doubled those of February. 

“At this rate,” Cornell said, “we will go over the 
million mark in our first calendar year of operation.” 

The new threshold introduced last year, consists 
of a sealing strip of flexible vinyl seated in an alumi- 
num fitting. The aluminum frame attaches to the 
floor and is sealed there with two strips of vinyl. 


Kaiser Gypsum to Build 
Fourth West Coast Plant 


Kaiser Gypsum Co., Inc., plans 
to start construction some time in 
July on a $5 million gypsum board 
plant and plaster mill on a 72- 
acre site west of Pittsburg, Calif. 

According to chairman of the 
board and president Henry J. 
Kaiser, the new plant is expected 
to be in production by August, 
1956. 

“Annual production will be 
about 180 million square feet of 
gypsum board products and 20,000 
tons of plaster,” Kaiser said. 

Kaiser Gypsum is a_ wholly- 
owned subsidiary of Permente Ce- 
ment Co., and is currently operat- 
ing three gypsum plants on a 24- 
hour-a-day, seven-day week basis. 
These plants are located at Red- 
wood City and Long Beach, Calif., 
and Seattle. The Seattle plant is 
running at 160% of its designed 
capacity. 





Wood-Turners Meeting Set 


Wood-Turners Service Bureau, 
Boston, announces that its semi- 
annual meeting will be held at the 

Farragut, Rye Beach, N. H., on 

|} June 24-25, 
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PACKAGED MAIL BOXES wrapped 

in a polyethylene showbag have in 

creased impulse sales of bronze-colot 
mail boxes. Manufactured by Durron 

Lainson Co., Hastings, Neb., the mail 

AUF boxes are displayed in a bag imprinted 

with bright green and yellow copy em 


phasizing the ease of operation and 
convenience of the mail boxes. 
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COMPANIES ANNOUNCE 


The Stanley Works, New Britain, 
Conn., has appointed Kragg F. Kysor 
as sales manager of the garage hard- 
ware division and Lucius §. Knouse 
as sales manager of sliding door 
hardware. 

Symons Clamp & Mfg. Co., Chi 
cago, has opened a new 6,000-square 
foot warehouse and sales office in St. 
Louis Park, Minn., to service builders 
in the Minneapolis-St. Paul area, 
Clarence Urlaub will supervise assem- 
bly, maintenance and shipping of the 
firm’s line of forms, form ties, hard 
ware and other accessories. 

John Hassall, Inc., Westbury, L. L., 
N. Y., one of the nation’s oldest manu- 
facturers of nails, rivets, screws and 
other fasteners, has named Perry E. 
Hall and Harry H. Rains as members 
of the board of directors. 

Whitehead Woven Wire Co., Inc., 
Covington, Ga., manufacturer of alu- 
minum insect screen cloth, has pur 
chased the Burns Mfg. Co. of Louis 
ville, Ga, Burns will continue to 
manufacture its line of aluminum ten 
sion screens. 


Silerest Door Co., Wausau, Wis., 
announces a price reduction of more 
than 25% on its Crestline reversible 
aluminum combination door. A new 
manufacturing method and increased 
volume are responsible for the lower 
price, according to the company. 


’abeo Products Co., San Francisco, 
plans construction of a new plant in 
the Bay Area to serve northern Cali 
fornia customers. The site for the 
new plant which will produce gypsum 
wallboard, lath and plaster hasn't 
been chosen yet. 


M & M Woodworking Co., Portland, 
Ore., recently concluded the largest 
cash purchase of timberland and mill 
properties in northern California when 
it purchased the Merryman tract, 40 
miles northwest of Eureka. Clay 
Brown, M & M president, declined to 
reveal the purchase price beyond say 


ing it was “several millions.” 





le 
NEW CONTEMPORARY LINE of cabi- 
net hardware introduced by Amerock 
makes it possible to have cabinets and 
built-ins as stylwise as the rest of the 
house. The hardware harmonizes with 
the new black and gold decorative 
trend now prevalent in so many home 
furnishings. Amerock contemporary is 





yffered at attractive low retail prices. 
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BE SAFE! STANDARDIZE ON | 


KEYSTONE 


INSECT WIRE SCREENING 


LET'S PUT IT THIS WAY... that Keystone Insect Wire 
Screening is like an insurance policy. Its high quality and 
uniform dependability protect your reputation; ensure 
against customer dissatisfaction and complaints; help 
build the good will that means repeat business. And 
Keystone Screening brings you all this for free...it’s a 
premium product without premium price! 


Keystone Insect Wire Screening is 
available in aluminum, bronze and 
galvanized steel, and in all standard 
and fractional widths. It meets U.S. 
Dept. of Commerce Commercial 
Standard 138-49. Order Keystone from 
your regular supplier for screening that 
enables you to sell maximum strength 
and longest service life. 


7 dR 
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WIRE CLOTH COMPANY 
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Prompt 
SHIPMENTS 


BIRCH 
FIR 
GUM 


10 Convenient Warehouses 
MICH. IND. TEXAS CALIF. 


WIRE — PHONE — WRITE 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 


Midwest 4-3450 
TWX 500 





Jiffy gives 


you a SAWHORSE 





Jiffy Brackets and 2x4s are all you need 


NO NAILS + NO BOLTS + NO SCREWS 


ALL-WELDED CONSTRUCTION. Use 
any 2x4s for legs and cross- 
bar... set up or knocked 
down instantly. 

Each package isa colorful 






Nationally advertised 

order from your 
or 

he cannot supply you. 





GRAND HAVEN STAMPED PRODUCTS CO 


48 (For more data on advertised products fill in the coupon on page 64 








Medco Appoints New Top Sales Personnel 


At a recent board of directors 
meeting in Chicago several key 
personnel changes in the Medford 
Corporation were announced. Med- 
co, which has its headquarters in 
Medford, Ore. has an annual ca- 
pacity of 70 million board feet of 
west coast lumber. 


R. J. (Russ) 
Hogue, Medco 
sales manager 


for the past 10 
years was elect- 
ed a vice-presi- 
dent and named 
general sales 
manager. In his 
new capacity 
Hogue will be 
assistant man- 
ager in charge 
of production and sales. 

E. C. (Ed) Nave, who has been 
with Medco 
since 1949, was 
recently ap- 
pointed national 
sales manager 
of the firm. The 
assistant sales 
manager’s posi- 
tion, vacated by 
Nave, has been 
filled by R. F. 
(Bob) Higgins, 
who has been 
on the Medco sales staff since 
1953. 

Reelected to 
top corporation 
positions for 
another term 
were Calvin 
Fentress, Chi- 
cago, chairman 
of the board; 
George R. Birke- 
lund, Chicago, 
president and 
treasurer; B. L. 
Nutting, Med- 
ford, vice-president and general 
manager; and K. E. Pickens, Med- 
ford, assistant secretary. 

E. G. Gillespie, who has been 
with Medco for more than 20 
years, continues as superintendent 





Hogue 





Nave 


Higgins 


in charge of railroads, plant 
buildings and equipment. 
Another newly-elected officer, 


Alger Chaney, Portland, assumes 
the duties of Medco secretary. 


‘Frisco Parts With Cable Car 


Harold Warp, president of the 
Flex-O-Glass Co., Chicago, is the 
proud owner of one of San Fran- 
cisco’s famed cable cars. Warp 
bought the car recently for $455 
at an auction in the Bay City. 

The purchase was the last in a 
buying spree that has seen Warp 
pick up bargains in horse-drawn 
streetcars, wood-burning locomo- 





tives, oxcarts and Conestoga wag- 
ons. All his acquisitions go into 
the Pioneer Village, a transporta- 
tion museum owned by Warp at 
Minden, Neb., his home town. Col- 
lecting early Americana is a hobby 
of the busy Chicago executive. 


Sales Record for ALCOA 
In 1954; Future Bright 


Increased civilian and govern- 
ment business combined to give 
the Aluminum Company of Amer- 
ica a record sales volume during 
1954. Net sales and operating rev- 
enues in 1954 totaled $708.3 mil- 
lion compared with $707.5 million 
in 1953, ALCOA reports. 

“The outlook for the company 
and for the aluminum industry in 
general is most encouraging,” I. W. 
Wilson, president, states. “De- 
mand for aluminum and its prod- 
ucts is strong. Important new 
markets are developing and estab- 
lished uses are requiring increased 
amounts of metal. Long-range 
potentials are also highly promis- 
ing,” he adds. 


Reduce Treatment Costs 
For Wolmanized Lumber 


Reduced production costs now 
make it possible for the forest 
products div. of Olin Mathieson 
Corp. to offer Wolmanized lumber 
to home builders at an attractive 
price, according to James Wallace, 
sales manager of the division. 

Wolmanized lumber has _ been 
impregnated with Wolman salts 
and chemicals to protect it from 
termites, rot, leaching and fungi. 
Formerly production costs limited 
the use of Wolmanized lumber to 
industry, the armed forces and 
government bureaus. 

Technical advances now make it 
possible to treat lumber for the 
average home at a cost of approx- 
imately $100, or about 4¢ a board 
foot, according to Wallace. 

The potential home building 
market for treated lumber is 
about 2,343,750,000 board feet, 
Wallace estimates. He bases it on 
a prediction by the National Retail 
Lumber Dealers Association that 
new nonfarm housing starts may 
well surpass 1,250,000 in 1955 and 
the Stanford Research Institute’s 
report that the average home con- 
tains about 1,000 square feet and 
requires 10,500 board feet of 
lumber. 

In the average frame house 
about 900 board feet of lumber is 
needed for foundation sills and 
1,950 board feet is required for 
floors. About one half of the latter 
would be used for sub-flooring. 
These are the areas most frequent- 
ly attacked by termites and decay. 
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VARI-PITCH LOUVER 


The modern trend to low pitch roof design in homes, multiple 
f 10 d f th dwellings and commercial construction requires new types and 
one 0 woods irom the sizes of louvers . . . THE ADJUSTABLE, VARI-PITCH LOUVER 
ADAPTS ITSELF TO MODERN DESIGNS. 
And with the increasing use of air conditioning in building, 
" ventilation is of major importance . . . THE VARI-PITCH LOUVER 
region PROVIDES THE KIND OF SCIENTIFIC AIR CIRCULATION THAT 
IS DEMANDED. 
Here's the practical, economical solution to any ventilating 
, , blem. 
Soft and even-textured, straight-grained, dimensionally ca 
Stable, White Fir is widely used in residential and indus- 
trial construction, particularly for light framing. It’s an 
excellent wood for crating and boxes, and much in demand 
for general industrial use. Light-colored, it’s a favorite 





INSTALLATION IS SIMPLE—labor and fitting time is re- 
duced to a matter of minutes. VARI-PITCH conforms in- 
stantly to the opening . . . fits tightly, securely. 

ONE LOUVER FITS MANY SLOPES therefore only 1/5 
the storage area is required to stock VARI-PITCH in quan- 
tities than is ordinarily required for standard units. 

ALL ALUMINUM CONSTRUCTION INSURES LIFETIME 











j SERVICE . . . no rust, no maintenance, no replacement .. . 
for modern paneling and woodwork. creck: th. A. cae 
‘ . _ VARI-PITCH LOUVERS are attractive louvers that actually cost less per 
White Fir comes in 3 select, 5 common, 4 factory, square foot than the building materials they replace. 
* i ; F Complete with 8” mesh screen, VARI-PITCH is availabi bled, 
4 dimension grades. You can order it in straight or mixed saady tor axis com wadiaian of ted ter Ga te 
cars—together with other woods from the Western Pine assembly. 
pf . — - Get all the fact this adaptable, adjustable louver from your ber 
region—from most Western Pine Association member mills. oo die vat LOUVER MANUFACTURING AND SUPPLY CO. A eted 


plete information. 


the Western Pines @ rowcerosa rime LOUVER DIMENSIONS 


SUGAR PINE 


memes xi Model | inch Rice 
Number | Per foot A t 








WHITE FIR - ' M a 29 
CARES OS aR aS A568 34” 
. DOUGLAS FIR ee , ‘ 
the Associated Woods @ tonsssw seruce |. * | et) 
INCENSE CEDAR Approximate opening dimensions Ase $4” 
reD cEOAR spel tea 
LODGEPOLE PINE each will accommodote. 








get the facts . 

to help you sell WHITE FIR LO UVE i MANUFACTURING 

Write for the FREE illustrated booklet to & SUPPLY COMPANY 
, WESTERN PINE ASSOCIATION 

wa the Western Pine haseciaton ‘YON Bidg., Portland 4, Oregon 5807 West 36th Street ©¢ Minneapolis 16, Minn, 
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BALANCE YOUR 
LUMBER STOCK 


with 


SPECIFIED 


LENGTHS 


From 


AIR-KING 


It Makes You Money 
Because it Saves You 


Money 
Plus 


Specified lengths of green West 
Coast Douglas Fir fill those 
“holes” in your inventory. AIR 
KING concentrates on lengths 
you need —over 20,000,000 fbm 
annually, Results: faster ship 
ments’ Many times your AIR 
KING car arrives ahead of your 


transit order! 


AIRS hING 
MFG. CORP. 
Tigard, Oregon * MErcury 9-1141 
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THE LUMBER MARKET 


Fir Prices Drop 
In Seattle Market 


SEATTLE Most markets are 
steady and firm but fir has dropped 
$3.00 in all three grades of green 
dimension and demand for uppers 
has weakened. 

But as one man expressed it the 
green dimension is still a long ways 
from the bottom and the year’s 
promise of big construction volume 
still holds. Transits move readily. 
The long view here is that the drop 
in prices of fir is a mere fluctuation 
brought on by better production 
weather. 

Shingles continue seare except 
for No. 2’s which are building up. 
No. 1 perfections are in great de- 
mand and No. 1 can’t be bought. 
Cedar siding mills are still booked 
up heavily and orders face a 60-day 
lag. Pines remain firm and steady 
and spruce is firm. The late spring 
has slowed up air drying and air 
dried spruce will not be available 
for thirty days. Plywood prices 
tend to firm. Logs are scarce and 
prices are firm. 

Inventory of logs in the hands of 
mills and loggers in commercial 
waterways as of May 1 shows losses 
due to the late and cold spring. 
Puget Sound supplies are the lowest 
in five years. Many high camps are 
late in starting up due to sudden 
snowfalls. 

On May 1 Puget Sound reported 
logs totaling 291 million feet or 28 
million less than on April 1. The 
yearly comparison is more favor- 
able. On May 1, 1954, logs totaled 
301 million. Grays Harbor reported 
70 million the same as a month ago. 
On May 1 a year ago the Harbor 
area had 66 million feet. 

Columbia river logs aggregated 
260 million feet or 28 million less 
than on April 1. A year ago the 
river district reported 365 million 
feet. 


Southern Pine Prices 
Off in Baltimore Area 


BALTIMORE Southern Pine 
has shown a decided drop in both 
price and demand in this area over 
the past two weeks despite the fact 
that fir prices have skyrocketed. 
Southern pine 2 x 4x 6s, 2x 4x 8s, 
and 2 x 4x 10s, No. 1 common with 
up to 25% No. 2, which were selling 
for $84 to $87 per M, are now being 
bought for around $80, Wholesalers, 
however, reported that many of 
their customers were willing to pay 
as much as $15 more per M for fir 
rather than take the same grade of 
lumber in Southern pine. 

Fir from the west 
evinced a considerable 


coast has 
price in- 





crease here, as demand for this lum- 
ber forges well ahead of supply. No. 
1 common and better with up to 
25% No. 2 was being bought for 
around $103 to $104 per M; but 
this same lumber now brings about 
$115. Yard operators here reported 
that mills were not taking any long 
term orders; and are presently op- 
erating on a “hand to mouth” basis. 

Spruce has also taken a sharp in- 
crease in price over the last 15 days, 
and is now up $5 and more per M. 
The 2 x 4 x 8s were being bought 
for around $92 per M; but prices on 
this lumber now range around $105. 

The hardwood market here con- 
tinues very strong, and dealers are 
quite optimistic. 

Walnut and poplar still maintain 
their lead in this field, according to 
wholesalers; and this is attributed 
partly to an increase in the produc- 
tion of color television sets. It was 
also reported that the furniture 
show in Chicago last Winter added 
greatly to the popularity of walnut 
in that field. 

Pricewise, both walnut and pop- 
lar are being bought for about $65 
to $75 per M for No. 2 common; 
while the No. 1 common can be had 
for around $135. 

Oak has remained fairly firm 
over the past two weeks; but deal- 
ers expect it to show increased ac- 
tivity as the summer progresses. 
The reason given for this prediction 
is the increased amount of oak pres- 
ently being exported, particularly 
to England. 

The construction boom in the Bal- 
timore metropolitan area continues 
unabated; and building permits for 
the month of April had a dollar val- 
uation of $23,807,829. Of this 
amount, $15,074,752 was for home 
construction. 


Dealers Expecting 
Lower Lumber Prices 


SAN FRANCISCO—In the 
northern California market, re- 
tailers are holding off on their 
lumber purchases hoping for a 
price reduction. But with the mar- 
ket solid and prices firm on all 
grades and species, most observers 
expect mill prices to hold at their 
present levels. 

Most wholesalers in the San 
Francisco bay area report extreme 
difficulty in getting lumber, al- 
though with full production un 
derway in practically all mills 
there has been an almost imper- 
ceptible increase in grades and 
species available. 

Everyone in the industry agrees 
that “business is so good there’s 
not much more to say than ‘let’s 
hold our breath.’ ” 
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Small Mills Scour 
Market for Log Supply 


TACOMA—Possibility of a fur- 
ther upsurge in the lumber market 
is seen in the announcement this 
week by Otto A. Case, commis- 
sioner of the state land depart- 
ment, of a spring flood of applica- 
tions to buy state-owned timber. 

Case said the flood was due 
largely to a $5 per thousand in- 
crease in lumber prices. As a re- 
sult, he said, smaller mills 
throughout the state, some of 
which have been idle all winter, 
are starting again. Applications 
to buy state-owned timber, he 
said, have been running between 
15 and 20 a week. 

“It seems anything that will 
make a fence post or a barn door 
or that can be turned into the ply- 
wood or pulpwood market is in 
demand,” Case said. He said in- 
quiries about salvage-type timber 
reflect the better utilization that 
is being made of all forest prod- 
ucts. As a result, Case said, the 
“down stuff,” which in a slack 
market often rots, in some in- 
stances is being saved. 

He said salvage sales have in- 
creased eight times over their for- 
mer volume. The state land board 
has decided to offer for sale iv 
August 2,557,000 board feet of 
state-owned timber. The timber 
is in 10 tracts and has been ap 
praised at $40,341. The U. 8. for- 
estry service will sell approxi 
mately 330,000 board feet of tim 
ber in the Olympic National For- 
est May 31. 

The Simpson Logging Company 
started a night shift at their No. 2 
sawmill at Shelton this week. Saw- 
mill No. 1 has been operating two 
shifts for some time. This is the 
first time both sawmills have op- 
erated double shifts simultaneous- 
ly. The increased operation is 
attributed to more business and a 
consistent supply of new mate- 
rials. 


main on a firm level for quite a 
while. 

Helping lumber sales in the 
southwest has been the advance in 
west coast lumber prices. Com- 
peting woods, because of recent 
increases, have given an edge 
again to yellow pine, especially 
for dimension. 

Yards are calling for more and 
more No, 3 yellow common, which 
is in short supply. For the pres- 
ent, according to mill men, the 
demand seems to be increasing for 
the common grades, used for box- 
ing, sheathing, sub-flooring, roof 
boards and siding. 

No. 3 Yellow Pine is bringing 
around $78 a thousand. 


Your own 
eyes fell you-- 


Finish also is in strong demand 
and oak flooring is moving at a 
good level. More lumber is moving 
by truck to yards, resulting in a 
saving of handling charges. De- 
mand also is noted for mixed cars. 
One mill operator here said that 
it is common for half a dozen items 
to be contained in a shipment of 
15,000 feet. 

Prices have showed little change 
in recent weeks. No. 2 kiln-dried 
in 1 by 8's are bringing $85 on the 
west side of the Mississippi and 
$82 for air-dried. On the east side 
air-dried prices are about $2 
cheaper. For 2 by 4’s, the prevail- 
ing mill price is about $84. 





OAK FLOORING 


Has all these advantages 


@ GREATER STRENGTH 


@ EYE-CATCHING BEAUTY 
@ ADDED SALES APPEAL 


You've got to see this flooring to appreciate 
its beauty — and it's as durable as the Ozark 
mountains from where it is grown, 


Prices Firm, Stocks 
Low in Southwest Area 


KANSAS CITY—Lumber busi 
ness in the southwest continued at 
a high level, with mills reporting 
substantially reduced stocks as 
yards demand prompt shipments 
to augment their own depleted in- 
ventories. Such key items as 1 by 
6 No. 2 boards and 2 by 4 dimen- 
sion were not plentiful and mills 
said they were losing desirable 
business on account of shortages. 

The volume of sales was not 
particularly heavy but mills gen- 
erally do not have the proper as- 
sortments and never did build up 
stocks. Because of this prices have 
remained firm and likely will re- 


Ozark Oak Flooring is dried in modern kilns and 
supplied with a satin smoothness that requires 

a minimum of sanding and finishing — saves you 
time and money. It is NOFMA graded under strict 
manufacturing control for matching consistency. 


Yes, you be the judge and see for yourself why 
Ozark Oak Flooring is better, Specify it on your 
next Flooring order. 


Available in all standard sizes. 


em The OZARK OAK FLOORING CO. 


BISMARCK, MISSOURI 


SUILDING PrRopUCTS MERCHANDISER (For more data on advertised products fill in the coupon on page 64 








Lumber Prices at Press-Time 


The following index is intended merely as « check on buying practices. it is a compilation 


and average of mill prices at press time and 


should not be considered as current on the day 


i ived. The prices should be useful in following market trends and as « 
ee Sembeess cade je es ote ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


BaBtr. c D 
Ix4 ..170.00 160.00 106.00 
Fiat Grain Flooring 
1x4 os 146.00 140.00 90.00 
1x6 .165.00 160.00 120.00 


Drop Siding 


1x6 (Pat. #106) 160.00 155.00 110.00 

1x6 (Pat. #116) 160.00 155.00 110.00 
Celling 

™~%x4 125.00 126.00 75.00 


1x4 115.00 116.00 75.00 


Heards and shiplap and 2” (Green) 
ix6 1x8 


1x10 1x12 
No. 1 71.00 74.00 72.00 78.00 
No, 2 66.00 68.00 68.00 73.00 
No, 3 61.00 61.00 61.00 66.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 





2x 4 81.00 81.00 823.00 80.00 80.00 
2x 6 80.00 88.00 79.00 80.00 83.00 
2x 8 83.00 81.00 79.00 80.00 79.00 
2x10 80.00 82.00 8600 80.00 80.00 
2x12 80.00 78.00 7800 80.00 80,00 
No, 2 Dimension 
2x 4 177.00 77.00 7900 76.00 176.00 
2x 6 76.00 79.00 75.00 79.00 176.00 
2x 8 78.00 76.00 7600 76.00 76.00 
2x10 76.00 78.00 7600 76.00 176.00 
2x12 %6.00 74.00 7400 76.00 176.00 
No, 3 Dimension r/!t only 
ms @ davece j 61.00 
2x 6 58.00 
2x 8 55.00 
2x10 16.00 
2x12 b 15.00 
(Add $15.00 for dry lumber) 
Royals 
No, 1 24” 4/3 15.50 
No, 2 24” 4/2 9.50 
No. 3 24” 4/2 5.50 
Verfections 
No, 1 18” 5 /3% 12,26 
No. 2 18” ae 6.75 
No, 3 18” 6/2 4.50- 4.76 
XXXXX 
No, 1 16” 6/2 10,60-10.76 
No, 2 16” 6/2 6.25- 6.75 
No. 3 16” 6/2 4.50- 4.76 





WESTERN RED CEDAR 


Prices for Western Hed cedar siding 
in mixed cars, new bundling, BS to 10’ 


WESTERN PINES 


Ponderosa Pine 


6/4 aw 
Selects an 
S2 or 48 4/4 RW 6/4 RW 8/4 RW 
C&éBtr. RL 260.00 265.00 270.00 
s 
ee No.1 No.2 
Dee ccbiesons ethene 142.00 110.00 
WO weiccicoscccbanovess 142.00 110.00 
Commons, $2 a No.8 on 6 
ix 8RL....112.00 74.00 67.00 
1x12 RL ....120.00 74.00 67.00 
Idaho by y~ oe 
Sel s 
‘caper. ni. abit aitfe al3%e sits 
C&Btr. RL .270.00 270. ¥y . 
3 re 230.00 230.00 230.00 245.00 
Cc , §2 4s 
serpy “= No. 1 No. 2 No.3 
ix 6 155.00 143.00 100.00 
1x12 165.00 155.00 100,00 


ri Seleets 82 or 48 
a a b4ARW 6/4 RW 
$0.00 286.00 
80.00 











are: 
Heveied Siding, % taek 


ear ware 
by 4 inch....100.00 95.00 
by 6 inch.... 80.00 77.00 
by 6 Inch....120.00 116.00 
by 8 inch....160.00 1456.00 


Clear — “epgepind Siding, % inch 


8-inch .........180.00 176.00 
De SGD cecvesces 206.00 200.00 
BE BOOM eccevcens 220.00 215.00 


Finteh, BR and Her, $2 or 45, 
a or Reuegk 


B&Btr Cc 
De eeuresos bes 135.00 125.00 
x4 135.00 125.00 
Discount on moldings, 6 to 
lengths 
Series 


5,000 
Lieting under 4.00 
Listing 4.00 and over 


Clear Lattice, 5/10 x 1%"—® to 
100 lin. ft. .. — ve0es ° 


52 


list plus 35 
liet plus 35% 


“BR” 


100.00 
100.00 


20’ odd 


r% 


in’ 
-» 150 


stedees 6 276.00 2 
DD Fea pecnes 230.00 246.00 246.00 
Shop, $28 
- No.1 No.2 No.3 
BJ6  ccvvccnvcocs 152.00 122.00 80.00 
G/E svcceces +++ +162.00 122.00 80.00 
Clear Pin 4x2% Mx1% 
WMG 550 Chee cc sveet 195.00 165.00 
PE cee eh ck on eecawas 200.00 1756.00 
Sel Piain 
WOMERE, «064s ¥ecenaied 185.00 170.00 
Serr eo 190.00 175.00 
#1 Com, 
WOROS csccvesesaveven 165.00 155.00 
MOG sbccbe Ww rTTe tt 167.00 150.00 
#1 Com, & Btr. Shor 
AM’ swosccccsseosecee BBtae 90.00 
#2 Com. Shorts 
IM scswocseedenv ideas 87.00 70,00 
Vertical Grain Flooring 
B&Btr. c D 
ix4 Heart ...... 250.00 235.00 200.00 
Fiat Grain Flooring 
| Barer ererr, 170.00 160.00 125.00 
SG. skenonecenes 176.00 1656.00 126.00 
Drop Siding 
1x6 #106 .......191.00 170.00 140.00 
1x6 #116 ....... 191.00 170.00 140.00 
Boards & Shiplap 
1x6 1x8 ixl0 1x12 
No. 1 (D 
Grade) ..140.00 140.00 145.00 178.00 
No, 2 +++ 84.00 80.00 87.00 98.00 
BO. B scveoes 70.00 78.00 76.00 76.00 
No. 1 Dimension (Dense) 
12’ 14’ 16’ 18’ 20’ 
2x 4 102.00 102.00 105.00 115.00 120.00 
2x 6 108.00 107.00 105.00 116.00 120.00 
2x 8 103.00 103.00 101.00 111.00 116.00 
2x10 116.00 116.00 116.00 129.00 134.00 
2x12 182.00 132.00 132.00 142.00 147.00 
No. 2 Dimension (Dense) 
2x 4 94.00 94.00 
2x 6 91.00 94.00 
2x 8 94.00 92.00 
2x10 96.90 99.00 
2x12 91.00 91,00 
No. 3 R/L Only 
SB 4 - vhweee meendteuéseverebkecscaks 
BEG. ¢a0< ede See + deb ceptable 
mt 8  skeecveecke 
BESO «vb chasese+ 068 AHR oes ies 
2x12 


All prices based on 





kiln dried stock. 





REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart..... 95.00 
%x 6 V.G. Clear All Heart..... 122.50 
%x 8 V.G. Clear All Heart..... 146.00 
%x 6 V.G. Clear All Heart..... 122.50 
%x 8 V.G. Clear All Heart..... 150.00 
% x10 V.G. Clear All Heart.....165.00 

x 6 V.G. Clear All Heart..... 159.50 
%x 8 V.G. Clear All Heart..... 186.50 
2218 V.G. Clear All Heart..... 212.60 

x12 V.G. Clear All Heart..... 224.00 


Note: A grade V.G. 
$5.00 less for %, % and % 
sizes. 


Anzne Siding 


1x10 V.G. Clear All Heart...... 
1x12 V.G. Clear All Heart...... 


Redwood Siding 
in above 


Note: Deduct $15.00 for A Grade. 


Finish 


ix 4 Clear Heart S48........... 
1x 6 Clear Heart S48........... 
ix 8 Clear Heart S48S........... 
1x10 Clear Heart S48........... 
1x12 Clear Heart S4S......... 4 





WESTERN HEMLOCK 


Vertical Grain Ficoring 
B&Btr. Cc 


1X4 cn eeeeeeeee+ 150.00 146.00 
Fiat Grain Flooring 

1X4 oc eeeeeeeee+18B6.00 130.00 

1X6... ceeeeee+-160.00 166.00 
Drop Siding 

1x6 (Pat #1)06.160.00 145.00 

1x6 (Pat. #116).160.00 146.00 


Celling 


Sex4 onus eeeees120.00 1156.00 
1X4 .nneeeeee+-120.00 1156.00 
Boards and Shiplap and 
(Dry) 
1x6 ix 1x10 
No, 1 .......74.00 76.00 5.00 
No. 2 .......67.00 69.00 67.00 
No. 3 .......50.00 62.00 62.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 
2x 4 81.00 81.00 82.00 81.00 
2x 6 81.00 81.00 81.00 81.00 
2x 8 81.00 81.00 81.00 81.00 
2x10 81.00 81.00 81.00 81.00 
2x12 81.00 81.00 81.00 81.00 
No, 2 Dimension 
2x 4 77.00 177.00 78.00 177.00 
2x 6 77.00 77.00 177.00 177.00 
2x 8 77.00 76.00 74.00 74.00 
2x10 76.00 77.00 75.00 74.00 
2x12 74.00 74.00 75.00 76.00 
No. 3 Dimension r/! only 
Ok re a Re ee er eee 
ey ven siser i cee 
Ms in ides Bln alee A ain ie a iad 
Se. Sh epecdirhere 
2x12 


D 
90.00 


85.00 
105.00 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 
No. 2&Btr. 100.00 105.00 103.00 
No. 3&Btr. 69.00 71.00 70.00 


No. 1 Dimension (air dried) 


12° 14’ 16’ 18’ 
2x 4 75.00 75.00 75.00 75.00 
2x 6 75.00 75.00 75.00 177.00 
2x 8 77.00 177.00 75.00 75.00 
2x10 75.00 77.00 75.00 75.00 
2x1 75.00 75.00 75.00 77.00 

No, 2 Dimension 

2x 4 70.00 70.00 70.00 70.00 
2x 6 70.00 70.00 70.00 72.00 
2x 8 72.00 72.00 70.00 70.00 
2x10 70.00 72.00 70.00 70.00 
2x12 70.00 70.00 70.00 72.00 


Mille are now grading boards 


1x12 


105.00 
71,00 


20° 


No, 2 


and 3 common. Mille do not grade out 


No. 3 dimension as in fir. 


May 30, 1955, AMERICAN LUMBERMAN AND 





BUILD BIGGER SALES 


WITH THE 


HENDRICK PANEL SAW 


(> 


>< 






7) 


“We have 
this equipment 


installed 
in our 
warehouse 
much 


Medford 
and are very 


satisfied with it We 
believe that plywood 
dealers will find it a 
practical method of 
sizing plywood to 
customers specifica 


tions 


Mr. M. K. Peterson 
Branch Manager 

U. S$. Plyweed Corp 
Medford, Mass 


WRITE 


for illustrated 
brochure to 


Progressive dealers everywhere are in- 
creasing sales by cutting plywood to their 
customers’ exact specifications. The 
Hendrick Panel Saw provides the means 
to perform this valued service at a low 
cost. The equipment may be 
mounted horizontally or vertically (as 
shown) space is at ao premium. 
Mounted vertically, the saw occupies a 
minimum of space and greatly reduces 
all handling and cutting costs. 
designed to cut all 
structural panels: Plywood, plastic, mas- 
wallboard, etc. Models available 
with capacities of 4% to 12% feet. 


initial 


where 


The machine is 


onite, 
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“WEDGE-RITE” 
OVERHEAD “voor SETS 


WAYS BETTER! 


1, Offset Track 4.° All Standard 
2, Graduated Hinges Single & 2-Car 
Sizes 


3. Fe eoemnee 
5. Amazing Low Prices 


= 6 6 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8'x6’6” to 
9x7’, two-car sizes from 14’x7’ to 16'x7’ and commercial 
sizes range from 9x?’ to 20’x12’ .. . for all doors 1%” 
or 1%” thick, 


Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 
DOOR SECTIONS! Truck loed or carload lots 


in stock sizes. Kiln dried, Douglas Fir, dowel 
construction, Lowest prices! 











WRITE FOR FULL INFORMATION 
AND PRICES! 






tt DOR-SET 
CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 
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MOST DEALERS AND BUILDERS 
PREFER NOT TO USE SUBSTITUTES... 
now they Specify Genuine... 


Dur-O-wal. 


Backbone of Steel for EVERY Masonry Wall 


Y 


in brick, 








OU can depend on top performance with 
genuine Dur-O-waL on the job. Electri- 
cally welded of high tensile steel, Dur-O- 
waL works fast, lays flat to combat cracks 
Dur-O-waL’s 
patented trussed design keeps side rods working 
together; put more steel in the wall economically. 


block, or tile masonry. 


Increase sales and customer satisfaction the 
proven Dur-O-waL way. Demand Dur-O-waL 
. available everywhere. | 
hye 

- 

< i: 


@ Builders everywhere are using 
Dur-O-walL, the customer-de 


gives masonry walls a backbone 
of steel. Welded in a single 


plane, Dur-O-wal assures a tight, 
neat mortar joint. 


Butt-Weld e Trussed Design 


Dun-O-wal 








signed reinforcing member that | 














the Backbone of Steel 
for EVERY masonry wall 


SYRACUSE |, N.Y. Dur-O-wal Products, Incorporated, Box 628 


TOLEDO §, OHIO Dur-O-wol, Incorporated, 165 Utah Street 


BIRMINGHAM 7, ALA. Dur-O-wol Products of Alo. Inc., Box 5446 


PHOENIX, ARIZ. Dur-O-wal Div., Frontier Mig. Co., Box 49 


CEDAR RAPIDS, IA. Dur-O-wal Div., Dept. 1-C, Cedar Rapids Block Co. 


54 (For more data on advertised products {ill in the coupon on page 64 








NOW ... 
NEW REVISED EDITION 





560 page volume — 5 x 6 inches. New 
ideal size — big enough to lie flat — 
easier to use, easier to read! 


LUMBERMAN'S ACTUARY 


by JOHN W. BARRY 
llth edition 1954 


The well known Barry Lumberman’s Actuary 
has been completely revised and expanded and 
is ready for immediate distribution. 


TOP DOLLAR page is now $400.00 per M in- 
stead of $150.00 and the starting unit price is 
$20.00 —a total of 461 main dollar pages 
plus pricing units of squares such as shingles. 


PIECE PRICE tables have been added to each 
of the traditional Actuary dollar pages. The 
price per piece of any standard commercial 
size of lumber 8 to 20 feet long is given at any 
of the prices shown. 


No looking in two places or writing out your 
own piece price schedule. 


It is all in the new Actuary right under your 
thumb. This is the first time such a set of tables 
has been offered. You can sell by the piece or 
by the thousand—all from the same page and 
same book at any desired price. 


Aciuary estimate and data pages have all been 
revi and new material added. The cover is 
a durable fabric with stitched binding that 
allows the book to lie flat. Linen faced index 
tabs are varnished for greater durability. Total 
pages are now 560 vs the old 504. 


The price is only $16.50—you can’t afford to 
miss not having this new edition. Send in your 
order today and we'll send you your copy 
immediately. 


American Lumberman, Inc., 139 N. Clark. 
Chicago 2, Hlinois 








May 30, 1955, AmericAaN LUMBERMAN AND 





























Curvatop 

Do-it-yourselfers can now get a 
custom-built look on counters with the 
new Curvatop counter top and back- 
splash surfacing, announces the manu- 
facturer. Ready to install on the job 
in kitchens and bathrooms, this pre- 
formed plastic surfacing unit is avail- 
able in one size, 8 long and 25%” 
wide, and in 10 colors and patterns. 
No special tools or forming equipment 
are said to be needed for installation. 
Consoweld Corp., Dept. AL, Wisconsin 
Rapids, Wis. 


For more data circle No. 1 on coupon, p. 64 


New Catalina Pattern 

The new Catalina pattern is the 
most recent addition to the Lamin-Art 
decorative plastic laminate line. Eight 
decorator color combinations are 
available. Catalina is supplied in both 
satin and gloss finishes, and is stocked 
in regular and coving stock in stand- 
ard size sheets as well as numerous 
special sizes. Wilson & Hoppe, Inc., 
Dept. AL, Whittier, Calif. 


For more data circle No. 2 on coupon, p. 64 





Asbestos Shingle Cutter 


Tex-Cutter, a new asbestos shingle 
cutter, was developed after two years 
of testing. The new Tex-Cutter is 
lighter in weight, not top heavy, and 
features case hardened blades and a 
rigid body casting of alloy iron. In ad- 
dition, there is a small, separate handle 
which operates the front end punch 
and notcher. Texas Foundries, Inc., 
Dept. AL, P. O. Box 180, Lufkin, Texas. 


For more data circle No. 3 on coupon, p. 64 
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New Massive Trim 


A 5%” rose is now available with 
Sargent’s new five-inch backset 4505 
entrance locks. This is a complete 
rose that is held snug against the door 
with a threaded bushing. The cast 
brass, bronze or aluminum trim is de- 
signed for both residential and com- 
mercial entrance doors. It is available 
with a choice of three knobs—round, 
tulip, and the modern cast knob. Sar- 
gent & Co., Dept. AL, 100 Water St., 
New Haven 9, Conn. 


For more data circle No. 4 on coupon, p. 64 





Speed-E-Namel 

Zynolyte’s Speed-E-Namel is now 
available in 14 colors. This alkyd 
enamel in a can makes possible push- 
button spraying and is claimed to be 
so fast-drying it is dust free in 15 
minutes. Speed-E-Namel is a hard 
film that gives a high gloss. An added 
feature is that cans are labeled in the 
appropriate identifying color. Zyno- 
lyte Sales Co., Dept. AL, 1646 S. Ver 
mont Ave., Los Angeles, Calif. 


For more data circle No. 5 on coupon, p. 64 


New Resurfacer 


A resurfacer for all types of hard 
surfaces is announced. Known as Aris- 
topave, it is said to restore to full use- 
fulness and new beauty indoor or out- 
door concrete, black top, asphalt or 
other hard surfaces that are broken 
uneven, worn, etc. Aristopave consists 
of a powder ‘and a liquid, which are 
mixed on the job, and is available in 
red, green, orange, white, yellow, blue, 
gray and black. Thos. Moulding Floor 
Co., Dept. AL, 325 W. Huron St., Chi- 
eago 10, Ill. 


For more data circle No. 6 on coupon, p. 64 
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OweENs- ILLINOIS, 
GLASS BLOCK 





EASY TO 
HANDLE 


Owens-Illinois Glass Block are handled 
in the same way as cement blocks — 
same mortar, same laying technique. 
They go in at the same time, or they 
can be used for remodeling jobs. 





EASVY TO 
STORE 


Glass Block come prepacked in sturdy 
cartons of convenient size. No loose 
block for you to handle, 





EASY TO SELL 


Show your customers how glass block 
can make their homes more livable 
Fell them a panel has the insulating 
efficiency of an 8-inch thick brick wall 
rhe panel won't frost or sweat in win 
ter... provides better insulation than 
a window with storm sash Point out 
they are hard to break... easy to clean. 
Plan now to push and profit from this 
versatile, practical building material. 
Write for details. Kimble Glass Com- 
pany, subsidiary of Owens-Illinois, 
Dept. AL-5, Toledo 1, Ohio 


*Formerly known as INSULUX, 


OweEns-ILLINOIS 


GENERAL orrices(]) TOLEDO 1, OHIO 


(For more data on advertised products {ill in the coupon on page 64 55 




















Roto-Top Screw Drivers 


The new Roto-Top screw driver fea- 
tures a handle top which is said to 
remain fixed in the heel of the hand 
as the serew driver is turned. Fluted 
handles are of shock-proof, unbreak- 
able tenite in transparent amber, 
with a red top. Introductory set in- 
cludes three regulars, with 4”, 5” and 
6” blades, and two Phillips head with 
8” and 4%” blades. Time Manufactur- 
ing Co., Dept. 162-AL, Westminister, 
Mass, 


Por more data circle No. 7 on coupon, p. 64 
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Life-Time Water Can 


A new water can and cooler line is 
now available featuring a special gal- 
vanized material. The new galvanize 
is electrolytically bonded to the metal 
and is claimed not to flake away to 
cause early rusting and deterioration. 
The Bull’s Eye line is soldered and 
sealed throughout for guaranteed 
vacuum-tight construction. Available 
in four sizes—1%, 2, 3 and 5 gallons 
either with or without fiberglass in- 
sulation and semi-recessed faucets. 
Acton Manufacturing Co., Inc., Dept. 
ots 605 S. Summit St., Arkansas City, 

an. 


For more data circle No. 8 on coupon, p. 64 


Brett-Guard and Guide 


The Brett-Guard and Guide affords 
complete protection in the operation 
of any conventional table saw with 
blades of six to 16” diameter, claims 
the manufacturer. Exclusive features 
are said to be the precision-engineered 
guard standard of cast aluminum, and 
the transparent shield of shatter-re- 
sistant one-half inch thick Plexiglas 
pas which covers the saw while al- 
owing full vision and complete ac- 
curacy in a wide variety of operations, 
such as compound mitering, ripping, 
rabbeting, ete. Brett-Guard Co., Dept. 
AL, Div. of Glenwood Industries, Inc., 
Englewood, N. J. 


Por more data circle No. 9 on coupon, p. 64 
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Shatterproof Tub Enclosure 
Made of flat sheets of fiberglass and 
anodized extruded aluminum frames, 
the EPRAD Highlander will fit any 
standard five or 5%’ recessed tub. A 
pressure-sensitive gasket is said to as- 
sure perfect tub fit and makes the en- 
closure absolutely leak-proof. It is im- 
possible, announces the manufacturer, 
for a person to be injured from an 
accidental fall against the enclosure 
as the fiberglass will not break or shat- 
ter. EPRAD, Dept. H-19-AL, 1206 


Cherry St., Toledo 4, Ohio. 


Por more data circle No, 10 on coupon, p. 64 





New 16" Squares 


Economical wall installation is the 
feature of the new East Coast T-16” 
Squares—made with flanges on two 
sides that can be stapled through and 
then overlapped to expedite the ad- 
hesion to wall or ceiling. Squares, 
which can be installed right over old 
walls or ceilings, are said to require 
no under-furring or special clips. 
T-16” Squares are made of masonite 
hardboard with rich satin finish of 
melamine plastic. In seven decorator 
colors. East Coast Tilebord Corp., 


Dept. AL, Brooklyn 37, N. Y 


For more data circle No. 11 on coupon, p. 64 





Perf-A-Trim 


Perf-A-Trim, an electro-galvanized 
steel channel, is recommended for con- 
cealed metal edge reinforcement 
around doors and windows and for 
clean, close-fitting joints at wall and 
ceiling angles. It is available in sizes 
to fit %” and %” single layer gypsum 
wallboard and in 4” to fit laminated, 
double wallboard construction. United 
States Gypsum Co., Dept. AL, 300 W. 
Adams St., Chicago 6, Ill. 


For more data circle No. 12 on coupon, p. 64 





b 
Dualine Sander 


The Dualine electric sander offers a 
choice of two sanding motions. A 3/16” 
orbital motion is recommended for fast 
cutting. For smooth, finished work, a 
back-and-forth reciprocal motion re- 
produces hand-sanding technique. 
Change of motion is effected by in- 
stantaneous-change platens. Platens 
measure 3%4” x 7” and take one-third 
of a standard 9” x 11” sheet of sand- 
paper. Paper is changed by using two 
convenient external pushbuttons. Fair- 
child Industries, Dept. AL, Burlington, 
Vt. 


For more data cirele No. 13 on coupon, p. 64 





Metal Casings 


Bostwick announces that it is now 
prepared to furnish No. 32 and No. 16 
quarter-round metal casing with mi- 
tered ends. The hemmed edge will 
remain a Bostwick feature in No. 32 
expanded flange quarter-round casing 
as well as in No. 16 plain flange. A 
new machine makes all of Bostwick’s 
metal casings—quarter-round, square 
flange, and modified square with plain 
flanges in %”", %”, and %” grounds. 
The expanded flanges are available in 
%” and %” grounds. Bostwick Steel 
Lath Co., Dept. AL, Niles, Ohio. 


For more data circle No. 14 on coupon, p. 64 





Lightweight Levels 


A new line of masons’ lightweight 
levels in extruded I-beam magnesium 
has been announced by Stanley. Ac- 
curate milling, it is claimed, insures 
perfectly parallel edges in these new 


tools, which are available in five 
sizes—24” up to 72”. Lighter by one- 
third than aluminum and said to be 
virtually unbreakable, the levels fea- 
ture clear-fiuid vials cemented into 
magnesium holders fastened with 
screws. Stanley Tools, Dept. AL, 111 
Elm St., New Britain, Conn. 
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( Here's the one that 
at | | WON'T SHRINK 
WAT a pudroag mete 
lasting repairs tile, 

PUTTY | i eeepc 
will NOT SHRINK SELLS BETTER because 








ShurLok Key Set 






Accidental lock-outs are said to be 
| eliminated by the new ShurLok key New Masonry Kit 
set with fixed interior knob. Turnbut- The new do-it-yourself Masonry Kit 
ton must be manually released before provides tools and instructions on all 
interior knob can be turned, to release phases of home masonry work. Tools 
the latch. A locked door cannot be include a cast iron edger, groover, len one t Dur. 
opened from the inside until after the pointing trowel and combination ce- Me gop Hard 
turnbutton is released. Entry from ment and plaster trowel. An instruc- Water Putty keep 
' outside is by key only when locked. tion booklet tells how to mix and use doubling, year after puaMan 
When unlocked, both knobs are free- cement and plaster. Cement and year.” What's more, 


operating. Metallon Products, Inc., Plaster Tools Sales Co., Dept. AL, 710 

Dept. AL, 2050 E. 48th St., Los Angeles Union Bldg., Cleveland 15, Ohio. 

57, Calif. For more data circle No, 18 on coupen, p. 64 
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urham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely, So 
economical, Just mix with water as 





Anti-Rust Paint 


A new black anti-rust paint that is 
said to afford low cost protection of 
exterior metal work is announced, 
Known as CI-88, it incorporates a 
bituminous base with a special paint 
vehicle to produce a heavily bodied 












































] coating which can be applied on out- needed. « Packed twelve 1-lb. cans or six 
New Edge Pull side metal after a minimum of surface - — » sare. Resp ove Oa on = 
: ; abe : in rac . . AV in 25, 50, 100-lb, drums for 
A non-jamming edge pull for sliding preparation, CI-88 is recommended for ro, a obbe 
doors has component tr odio of use on gutters, downspouts, stacks, ete. industrial users, Order from your jobber. 
wrought and extruded brass and is The manufacturer advises that C1-88 The PLASTIC Repair Material 
available in all standard finishes. It dries to a semi-gloss finish and that 
is equipped with a special spring it is intended for use as a finish coat- in POWDER Form 
which keeps the pulling lever flush ing and not as a primer. Chem Indus- 
with the face plate when the pull is trial nan De “f L, 3784 Ridge Rd., 
’ not in use. H. B. Ives Co., Dept. 4 Brooklyn 9, io. : a 
Avian EK. Soe eee toner AL, Fed ieee UDO on cote, p. 08 Recommended Reading for Lumber Dealers: 
For more data circle No. 17 on coupon, p. 64 (continued on next page) 
THE 
FUTURE 
What's Your Answer? allies 
TEST YOUR wits on these questions posed by features and (Weyer- 
advertisements contained in this issue. For the answers, turn to haeuser 
page 58. Timber 
What's Your Score? 9 or 10 correct: Excellent! Company 
7 or 8: Good, 5 or 6: Fair. Report) 
} 1. Who manufactures the King Cotton line of twine assortments? 
| 2. How many building materials dealers have purchased Lu-Re-Co Tats Rs-coueitag ceneye_ cp he Clem Sauais 
packages, and how big an increase does the average dealer plan : a ci @ uae oe vag ‘wading 
. . <r ) Ld 
in the sale of these houses in 1955? greinste Getler. os coccvdeccocetocebaee 29¢ 
3. What part do contractors play in the new do-it-yourself school 








run by two lumberwomen in Amityville, L. I.? 


4. What prefabricated kitchen manufacturer offers you a 16-page AMERICAN LUMBERMAN 
book and four-page planning sheet for distribution? ROOM 2000, REPRINTS 


rn 139 NORTH CLARK STREET 
5. How many customers does Hankins-Paulson Co, pull in with 
budget selling? P CHICAGO 2, ILLINOIS 


Enclosed is 


Who makes Conolite? 


please send me copies 


7. What does Elgin Illinois Lumber & Supply use as a magnet to * by 
i its new economy corner? return mail 
8. What company offers an adjustable aluminum vari-pitch louver WAME 
said to fit any roof pitch? 
COMPANY 


9. What is LIC and how does it help home builders in Texas? 


10. How can you find what manufacturers’ display material is ADDRESS 
available and where to get it? CITY 


STATE 
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ShoweRite 


Efron reports two new mageere- 
ments on its glass bath tub enclosure 
on both standard and de luxe models 

new towel bars and a rattleproof 
channel, and the introduction of a new 
shower door with a grilled top. The 
towel bars are installed on the inside 
and outside of the bath tub enclosure. 





Each standard ShoweRite enclosure 
is five feet high, comes completely 
packaged. To enhance the de luxe 
ShoweRite enclosure, the manufactur- 
ers offer three sand blasted designs. 
Theodore Efron Mfg. Co., Dept. AL, 
oo 8S. Wentworth Ave., Chicago 21, 
ll. 
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Carbo-Snap Addressing Method 


By typing on Carbo-Snap, a typist 
can make the actual addresses which 
are ready to go on the mailing piece. 
The top safety stub holds copies in 
register during typing. For easy 
identification, each sheet is numbered. 
Carbo-Snap can go on any mailing 
piece regardless of size or bulk. A 
single typing gives from two to six 





CFal Ring and Screw Shank 
Nails are perfect for FLOOR- 
ING, FURRING STRIPS, PAL- 
LETS, ROOFING, CRATING, 
DRY WALL, BOXING, CABI- 
NETS, SIDING, FURNITURE, 
FRAMING, SHAKES, BOATS, 
CARLOADING BRACES, 
BRIDGES. 


58 (For more data on advertised products fill in the coupon on page 64 





@ For maximum holding power 
... for easy, quick driving. . . it’s 
CFalI Ring and Screw Shank Nails. 


These nails are made of the same 
quality steel wire as the regular line 
of CFal Nails. They have the same 
well-centered, perfectly shaped 
heads and points. And they are just 
as perfectly balanced, to drive 
straight and true without bending. 
They grip tight . . . hold 
permanently. 


Your customers know the qualities 
they can expect when they order 
by designating CFal. CFal has 
long been recognized as one of the 
leading manufacturers of quality 
nails, staples and related steel 
products. It’s easy to sell your 
customers on the user benefits of 
CFal Ring and Screw Shank Nails. 
They fit hundreds of uses in all 
industries and are available in a 
variety of designs and finishes for 
specific applications. 


Also recommend CFal Screw Shank 
Flooring Nails. They prevent tongue 
splitting . . . keep wooden floors 
and stairs tight and free of squeaks 
and buckles. 


3174 











Res a aid 


perfect addresses. Penny Label Co., 
Dept. AL, 9-15 Murray St., New York 
Pa Oe F 
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Siliconed Asbestolite 


Siliconed Asbestolite, a new bright 
aluminum coating, is reputed to pro- 
tect and preserve roofs while reducing 
under-roof temperatures as much as 20 
degrees. Asbestolite is recommended 
for all industrial roofs, schools, hotels, 
farm buildings, etc. Asbestolite comes 
ready mixed and ready to use in five 
gallon cans and 30 and 55-gallon 
drums, It does not require heating or 
thinning and can be sprayed on or ap- 
— with a roofing brush or squeegee. 

he Monroe Co., Inc., Dept. AL, 10703 
Quebec Ave., Cleveland 6, Ohio. 
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New Mallet 


The new no-bounce, no-rebound rub- 
ber composition mallet developed by 
Miller Products is available in 8, 16, 
24, or 40 ounce weights with head di- 
ameters ranging from 2” to 3%”. The 
bounceless, reboundless feature of 
these mallets is made possible by the 
fiber layers in the rubber composition. 
These mallets are claimed to protect 
the surfaces to be worked on. Miller 
Products Co., Ine., Dept. M-AL, 29 
Warren St., New York 7, N. Y. 
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What's Your Answer? 


1. John H. Graham & Co., Inc. Their 
ad is on page 2. 

2. Seven hundred dealers have pur- 
chased the package, and according 
to an American Lumberman sur- 
vey, the average dealer sold five 
in 1954, plans to sell 40 in 1955, as 
shown in article on page 26. 

3. Contractors serve as an advisory 
board and attend each session to 
give professional advice to stu- 
dents. See article page 38. 

4. Youngstown Steel Kitchens, whose 
ad is on page 17. 

5. One thousand customers annually 
says J. H. Hankins, president, in 
article on page 32. 

6. Continental Can Company. This 
ad is on page 22. 

7. Music—from an old table model 
radio on a shelf in the corner. 
People just naturally want to in- 
vestigate according to article page 
30. 

8. Louver Mfg. & Supply Co. of 
Minneapolis, whose ad is on page 
49. 


9. Lumbermen’s Investment Cor- 
ration, organized by the Texas 
sumbermen’s Association, is mak- 
ing mortgage money available in 
areas where it has been difficult to 
obtain. See story page 36. 
10. In the Dealer Products File, see 
ad page 66. 
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"They actually come for miles, past other stores, 
to rent our machines. The Sanders are 
bringing customers to us we'd not get any 


other way." 
WRITES a EE | 


Manager, Gehlhausen Bros. Paint Store, Evansville, Indiana 


$5716.00 PROFIT IN ONE YEAR FROM CLARKE FLOOR 


MACHINE RENTAL DEPARTMENT 





Here's what Mr. Gehlhausen writes: 


"We'd like to tell you how pleased we are with the program 
of sander rentals you helped us to establish. Our rental 
department now includes four new EC-8 Clarke Sanders and 
four edgers, two polishers, and a half dozen duo-spinners 
and smoothies.*® 


"Last year (with three sets of sanding equipment) we 
realized $2716.75 in rental business exclusive of sandpaper 
supplies and floor finishing materials. We do not keep 
records on floor finishing materials sold directly because 
of our sanders, but we estimate, with discretion, that our 
sales would be in excess of our rentals or about $3000.00." 


"We rent our Duos and Smoothies for $2.00 per day or $1.00 
for overnight or one-half day. When they have been rented 
enough times to pay for them, we sell them at half price. 

In this way we always have almost new machines for rental 
and profit on the sale of machines, sandpaper, and finishing 
materials and also provide another good service for our 
customers." 


"But we're also pleased to be in the rental business for 
another reason besides the amount of business we realized 
from the rental of our sanding equipment and the sale of 
abrasives and floor finishing materials. And that is the 
extra service we provide to the people in our community. 
They actually come for miles, past other stores to rent our 
machines and to buy materials we offer for sale. The sanders 
are bringing customers to us we'd not get any other way." 





Florenz W. Gehthausen with some of his 
Clarke Floor Care Rental Machines 






Your copy FREE! Write today for colorful 16-page 
booklet about Renta Clarke's Profit Pian. 








P-11 Floor Maintainer C-5 Edger DU-8 Sander 














STORE 

STREET 74 SANDING MACHINE CO. 
546 East Clay Avenue * Muskegon, Michigan 

city uit STATE i PIONEERS IN THE DO-IT-YOURSELF RENTAL FIELD 


] Authorized Sales Representatives and Service Branches in All Principal Cities 
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Trip-L-Grip Display 


A new counter display, fe vaturing 
Trip-L-Grip framing anchors, is 
available. A sample Trip-L-Grip fram- 
ing anchor is affixed to the display. 
Around the anchor are detail draw- 
ings of a few of its many applications. 
Trip-L-Grip framing anchors are 
manufactured of 18 gauge, zine coat- 
ed, sheet steel, in three basic types 
having a right and left of each. Tim 
ber Engineering Co., Dept. AL, 1319 
18th St., N.W. , Washington 6, D. C. 
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Saran Counter Rack 


Made of high-polished aluminum 
tubing, this counter rack stores, dis 
plays, dispenses three 35 yard rolls of 
Air-Lite Saran outdoor furniture 
cloth. Rolls are 15” wide in three color 
assortments: red and white, green and 
white, green and yellow. Display rack, 
36” high x 17” wide, is offered free 
with initial order for three rolls. 
Plastic Woven Products, Inc., Dept. 
AL, 51 Camden St., Paterson, N. J. 
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Merchandising Aids 


McBell Enterprises is producing 
compact new cartons for three of its 
‘products, Roller-Mate, Sashie, and 
Mac’s Sereen Painter. Each painting 
device is packaged in a display to fit 
on a small section of a counter. Roller- 
Mates are packed twelve to the box. 
Sashie is packaged on a cardboard 
holding twelve. Mac’s Screen Painter 
comes in a box of 24. McBell Enter- 
prises, Inc., Dept. AL, 3309 Douglas 
Ave., Racine, Wis. 
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Tint-N-Color Tube Plan 


A new tube color plan built around 
one base paint in each of three interior 
finishes is available. Known as Tint- 
N-Color, the new plan uses only 12 
colors, with tubes available in three 
sizes 4% ounce, 1 ounce and 4 ounces. 
All of the 300 colors can be produced 
by the use of only one or two color 
tubes. Tint-N-Color base whites are 
available in quart and gallon sizes in 
three finishes, alkyd flat, alkyd semi- 
gloss and latex. Sales and display aids 
for the new plan are built around an 
attractive, new display of 300 color 
chips which occupies 20” of counter 
space, Patterson-Sargent Co., Dept. 
AL, 1325 E. 38th St., Cleveland 14, 
Ohio. 
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New Sterling Demonstrator 
This new Sterling demonstrator is 
designed to open up a big market for 
sliding door locks. Two regular stock 
locks are mounted on a 6” x 94%” panel 
—one for by-passing doors, one for 
pocket doors. Ideal for new construc- 
tion where by-passing sliding doors 
will have the security of a positive 
lock, and also for the vast market of 
sliding doors already in use that need 
to have locks. Sterling Hardware 
Manufacturing Co., Dept. AL, 2345 
West Nelson St., Chicago 18, III. 
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Plumb Shop Merchandiser 

Plumb Shop’s quick service mer- 
chandiser is now available. This all- 
metal counter display both stores and 
sells all the chrome-plated flexible 
supplies, fittings and valves necessary 
for water supply hook-ups. Flexible 
supply pipes bend in a direction or 
shape, making those hard-to-get-at 
corners easy to work in. Pre-cut 
lengths, from 12” to 36”, do away 
with cutting and threading. Three 
easy installation steps are explained 
and illustrated on the back of the 
supply pipe cards. Plumb Shop, Dept. 
AL, P.O Box 129, Detroit 1, Mich. 
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New Bolt Case 

An all-steel display case occupying 
less than 4% square feet of floor space 
is announced by Gary Serew and Bolt. 
The case, coming with a supply of 61 
different sizes of standard bolts, is 
finished in baked-on enamel and has 
a metal sign. All trays are tipped so 
that the contents are fully visible and 
easy to reach. Gary Screw & Bolt Div., 
Dept. AL, Pittsburgh Screw & Bolt 
Corp., 122 So. Michigan Ave., Chicago 
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Three-Inch Lathe 


Orangeburg Manufacturing an- 
nounces the development and produc- 
tion of Field Tooling Lathe No, 0913 
for tapering the company’s three-inch 
pipe. Also now available is Field Tool- 
ing Lathe No. 0934 for tapering three- 
inch and four-inch pipe. Furnished 
with separate chucks for each size 
pipe, the same cutting handle is used 
for both sizes by adjusting the cutter 
blade on the handle. Orangeburg Mfg. 
Co., Ine., Dept. AL, Orangeburg, N. J. 
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Two-Wheel Units 


New Midland two-wheel garden 
tractor models are being offered. Both 
three and five hp. models have a full- 
geared differential. No rachets are 
used and it is said the user gets inde 
pendent power to each wheel on turns 
and straightaway in forward and re- 
verse. A new feature is the lever- 
selected gearshift transmission, six 
forward speeds plus reverse in two 
speed ranges. The Midland Co., Dept. 
AL, 120 Rawson Ave., South Mil 
waukee, Wis. 
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Portable Generator 
Mal!l’s new model 


SWA 
generator is a 3000-watt, single phase, 


portable 


120 volt ac, 25 ampere set. It is de- 
signed to breathe life into electric 
tools, floodlights, radios, heating units, 
etc. The engine has an automatic gov- 
ernor, rope starter, oil bath air filter, 
and splash type lubrication system 
The mounting is the standard-skid 
type, with twin pneumatic wheels 
available. The model is equipped with 
a 30 ampere fuse for overload pro- 
tection. It has four twistlock recep- 
tacles for two-prong plugs. Mall Tool 
Co., Dept. AL, 7725 South Chicago 
Ave., Chicago 19, Ill. 
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New Gardevator 

A new, scientifically designed garden 
tiller and aerator is announced, The 
Gardevator, with its eight pointed re- 
volving discs, has a heavily reinforced 
cast frame with cadmium plated hard 
steel discs and shaft. Length overall 
8”. Ansan Tool & Mfg. Co., Dept. AL, 
2542 Lincoln Ave., Chicago 14, Il. 
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SUSANVILLE 











PONDEROSA PINE 


WHITE FIR 


Trade Mark 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 





CALIFORNIA 




















TWIN HARBORS 
LUMBER COMPANY 


INCORPORATED 1921 


ABERDEEN, WASHINGTON 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates: 


1 Time —20c per word for each insertion. 
Minimum charge of $1.00 per ae. 





HELP WANTED 








2 Times — iSe per word for each 
insertion. Minimum charge of ‘4 
per line. 


Add $1.50 per insertion of blind ads bearing 
box number. 
No agency commission or cash di 





allowed. 

All ads for classified section must be in Pub- 
lisher’s pad 4 Min. preceding date of publi- 
cation. Advertisements are set in uniform 6 


N ts 
Point style. lio (Cu or special borders 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
cpoemied or used, } sageter line rate is charged. 


or mailin 
for ads address them to: sfaeeed 


AMERICAN LUMBERMAN, INC. 
199 N. Clark St., Chicago 2, Ill. 








HELP WANTED 


par aye ESTIMATOR—large millwork firm 
eds experienced, capable man to make take take 
of from plans, lists for 





MANAGER, RETAIL LUMBER YARD 


fore fo hho sppertuaity to Bre te South 
Plorida and manage retail lumber 
yard. at er 1: 
established company which offers the 
| ¢ ee ae oe 


future. you are 


enclose a recent photograph. 
men, incr Box C27, American Lumber- 
man, > 


We need a young man with some experience 
he Ro sete lentes Dugas, 62 as Guanes 





Tag Must be accurate, steady and sober. 
Write ully r experienc: d sala 
required." P ont Bthan Bon teen Wackin ny 





Wanted an 

re 2. Pe ew ge -y - ins; 
hardwoods as well as Cars seed . also 
Rould Save kiln experienc apetens Plant lo- 
ca “pparevenss. te age and sala 
gapected, Seavees Box D-33, yas and salary 





WANTED — Executive Type Lumber Assistant 

Sales Manager. Fine opportunity with old line 

concern. Experience necessary. Age 30 to 35 

he na tetas invate 4. Add. B D3, 
wo v 

American Lumber, a —— 


Yard Superintendent 
Must have thorough knowl of Wi 
grades, Gusesdas eaten vd a ading. of ba 
coming cars. . ns? ae location. Ad. 
dress Box D-36, American Lumberman, Inc. 





LUMBERMAN 
Assistant Ssgmeger in Central Nebraska ci 
pd 15,000, Must have experience and recor 
builder. Address Box D-37, Amer- 
a Lumberman, Inc. 





MILLWORK DETAILER AND BILLER 


pasted by Le old-established midwestern 
lwork manuacturing firm. Ex. 


and thoroughly familiar 
ing custom millwork. State 2 experience, : 


“ee. Sa ee et er 


YOUR OPPORTUNITY—the most 
lumber organization in Chicago needa. 
enced office lumberman—to handle front 
Salary open. 

CONTINENTAL LUMBER COMPANY 
2601 W. 107th &t., Chicago 43, Illinois 
Phone: Hilltop 5-7444 
A. C. Gregor 








progneesive 





town, South 
sion, auto lla e. 


and recent in an _ 
fo. ay 7 “Toner Address Box 


Wanted: a Yard Missouri ton good unelt 
Rw — 





Wentet cma iee oe ened for group of scone pends 


This is a weveling } job. —— Snemtodes ai 
e. Good opportunity to: ‘right ~~ 2 pie > sam - 
Son El. Ratedeus Leabeonsan. kes. 








Wanteds T Notch ~~ y Raye for 
tribution < 

penaen, Address Box £42 Ame = wot Lenten. 

man. Inc. 

62 


ard. We are a small line 
yard in Central ois. for ad- 
vancement good. Address D-23 American 
Lumberman, Inc. 








York Concern. Address D-28, American 
Lumberman, Inc. 





FOREMAN: General — fing, Able in detail 
| met tag or gomnet making. Able to set up 
ou P ° 





Box D-39, American L 


Progressive Florida —- =e Building Ma- 








terial C joying one or 
two yo ung men poe oA ~ tail Lumber 
and Buil 


ng Materialse—none except sober, 
comactent and hard workers apply. 
Would like to nee ¢ one man familiar with 
oon 5 FHA and VA 

Loans. 7s Box ee 25 American Lumber- 


man, Inc. 








Wanted: First Class stenographer, male or 
. for lumber 


salary. Address Box E-23, American Lumber- 
man, Inc. 








Lumberman salesman wanted on salary and 
commission, or on high percentage 

basis. Northern Indiana or Southern Mic 
Address Box E-24, American Lumberman, 





A man with some experience to do 








SITUATIONS WANTED 





NOSTHERS MICHIGAN peak gt nee Wish to 
lumber experi- 
; retail or —- 





Experienced in all phases of the retail - 4 
eat aa 32, wish 


a prefab: ricating busi. 
ae elandien oth dated tomes éogke r 
or on a rate . One and one half 
ears in merchandising. fabricat- 
and crostiog Lu-Re-Co houses. Desire to 
invest - Location is no og 99 Address 
Box E-31, Aas ri Inc 





Ft 








Experienced Millwork man desires position es- 
timating special millwork, Schools, Churches. 
pm Bay etc. C.B.A. State salary in reply. 
Prefer Southern California. Box E-32, American 
Lumberman, Inc. 





cones as bee pee Ay oman ae or yo | 
@ yar th sma 
Suctifivations 19 years retail “cxperlence, I 13 
years at management level. eee i all 
knowl cting and sellin on 
edge of contra selling ‘new 

a work. Address Box E-33, American 
Lumberman, Inc. 











Man with five years experience selling ply- 
seen ¢ and doors to jobbers and Tgp tee gp 
desir ood or 
allied 1 building material field. Age ey ed resident 
Detroit area. Address Box E-34, American 
Lumberman. Inc. 








SALES REPRESENTATIVES 
WANTED 


Metal Moulding Salesman 
Full time or side line. To call on gee eo 
hard furni stores—cabinet shops— 


. eas whol " 











lumber 
distributors. Representing Manufacturer of 
ete line of Cyne and Leeg 2 steel 


uminum “Company. 114 Alum ‘Cre 34 --< 
Al um Cree ve, 
Columbus 9, Ohio. 
M ufact ‘s A ts Wenee—te call on 
lanufacturer’s Aa a 
ae Indiana, ‘Ohio, ne hae Wagner na- 
ally advertised overhead doors, sliding 
door hardware and building specialties. Give 


details of territory covered and lines handled. 
Wagner Manufacturing Co., Cedar Falls, lowa 


SALES REPRESENTATION 
AVAILABLE 














Manufacturers a".2 desires lines for jobb 
in Colorado. thoroughly work potaste 


ing. insulation, 
P. O. Box 930, Colorado Springs, Co 





billing and general ce work in a Northern 
Michigan town of 20,000 population. Good 
educational and recreational ae. Write 
ualifications in first letter. Address Box E-25, 
Tnede rican Lumberman, Inc. 


Manufactur ~ esentative seeking lines for 
Building Su apt . iobbers and dealers, hard- 


ing “Maryland Kg Fos ©. MS Wnts Box 


D American Lumberman, 





SITUATIONS WANTED 


BUSINESS OPPORTUNITIES 





Wholesale Lumber Salesman thoroughly famil- 
iar with dealer and industrial markets within 
~ A, radius of Chicago seeks 

th producer or w Good producer. 
Owns car. Family background in related lum- 
pee! business. 1S years ay ey Write Box 











pay Position as an a capable depend. 
i a by > Sena, 
abie 


tail lumber, a products, 
piles. 2 with “otling” sp 
users and contractors. Forceful executive able 
2 good ak - a mi meg organiza. 
y or, m :. 
tions.” Will travel. New « mploy read 
eater rtunity. Address 26, Amer- 
ren Gabeonen . ine. 7 . 








May 30, 


Lumber Yard, located Calumet Region. Reason 
want to woes account of age and not wanting 
to work. Will amortize on = years ag 
mately te annual "300,00 00. reatal 
Prately ” $40,000.00, bull ay and cquipmest 
Sy yey hs Parties interestec 

e to inves e ya any - 
tunities. If interested, please con ct Box C53, 
American Lumberman. Inc. 





Man apuned wt with about $20,000.00 Capital for 


expansion new! ted replacement 
double we S oub a. unit fits into any 
window {| up and down, 


tilts inward 4 and removes simply. 
ZAN’S Leap ata co. 


Bayonne, N. J. 


1955, AMERICAN LUMBERMAN AND 











BUSINESSES FOR SALE LUMBER & DIMENSION NEW EQUIPMENT 























FOR SALE (begins on page 61) 

Yard and Building Material Store in best diss 

ard @ u ate ore t - P 

ict i i “ Kiln Dried Douglas Fir Industria! Clears 
$35,000. y Fy ye — = Lee Standard sizes through 16/4 
$55,000. Equipment under $5,000. If looking for 

cripple, do not inquire. Address Box D-47, Also 

semanas: mammaire aan a : Extension Ladder Rails 

FOR SALE: Wholesale, Retail jumber yard and © Mouldings Cut Door Stock 
building material busi tablished for 15 Millwork Blanks Step-Ladder Stock 
years in one of the largest and fastest growing 

cities in Nevada, Reno. Located on main boul- Inquiries answered promptly: 

evard in town. Ample buildings, approximately 

9,000 square feet under roof. Yearly gross Al Clements Lumber Co. 

over 700,000. High w hae Will sell build- P. ©. Box 908 
ings, equipment an ventory at cost, com- 

lete. Inquire Box No. D-48, American Lum- Eugene, Oregon 

erman, Inc. Phone 6-2531 TWX EG-049-U 





FOR SALE: Retail lumber yard and planing 
mill in Northern Minnesota. Will sell with or USED MACHINERY FOR SALE 
without planing mill. Liberal terms. Address 
Box E-28, American Lumberman. Inc. etn. For Sale — 1 used #80 Bell Multiple Head 

Mortiser with 3 mortise chain heads, 4 hollow 








q PORSALE chisel heads, 6 bases for the above heads with 
One of the best ouues Retail Lumber Yards motors direct connected. 64" from center to 
to be found anywhere. Approximately 3%, center of mortise heads when extended full 
acres of land largely Gravelled, 583 ft. R. R. 


length. 101" from center to center of mortise 


Trackage, Dry Shed capacity over 1'/; million heads when closed. Machine can be seen in 


feet. 380 ft. Street Frontage. Location 























9 For further information write o: | Power Coil Dispenser 
oe me ageuses two main Spoonaeeres in phone: Allegh Steel Band has an 
emphis, Tennessee, a growing ity and egheny ee ANC b 
wy Address Box E-29, American Lum- quan See See 6 Doct co. nounced a new electrically operated 
med atin. Se Grand Rapids 2. Michigan steel strapping dispenser for rapid 
} Lumber, Millwork, Hardware Yard San Fran- Ph jerry 3-2005 banding of shipments. It is equipped 
} cisco Bay Area near Oakland, California, one eee seme with a magnetic brake for instantan- 
} of fastest Retr gee counties in U.S.A. & We are age 8 nl tes and lift eous stopping and to prevent over- 
{ main boulevard, can operate big or small. truck ckage and offer for sale two year . . ; i j » 
| Clean inventory. equipment about $50,000. old hoe straddle carrier Series 70 model 6663 runs. Available with or Lg ag _— 
Will lease land. Address Box E.30, American — 60" ity. Price quoted upon -equy '. this push-button dispenser is designe 
Lumberman, Inc. This machine is like ger ent we gee Save in three models to handle full oe - 
mM ————— — ———_ lenty of 4° x 4° x * bolsters with bolte au” uw" 9” > j i 
Fully equipped circular sawmill, capacity om A go with the machine at $1.50 aech. ee. 1% ry: be a pe on si 
to 30,000 feet per day. Situated on HUSS LUMBER COMPANY dispense at the rate o " per m ' 
Farm Lake in the Village of Otter Lake, 1350 West Fullerton Allegheny Steel Band Co., Dept. AL, 
Coches. Penede. Eisenia’ mates tev st Chicago 14, Illinois Box 716, Pittsburgh 30, Penna. 
plete details by contactin ndepend- or more © Ne, 45 coupon, p. 64 
ent Coal & Lumber Co., Lid., 1950 Scott Street, Vor move date steele Me. 48 8 cougemy & 
Ottawa 3, Ontario, Canada. Phone Parkway Mode! #207 Mattison Straight Line Rip Saw 
2-3428. with 30 H. P. motor and starter guaranteed to 
SOUTHERN CALIFORNIA LUMBER YARDS oS ae “7 
Paris E. Castleberry Lumber Co. 
FOR SALE Post Box #1288 
Advise amount you wish to invest; also see Ft. Worth, Texas 


our ad in previous issue. 
Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 





FOR SALE — One International UD I4A Diesel 


























and 1 — U-164 International Gasoline Power 
Bivé.. Lao Rageten 2. Unit, like new. One Gang Edger. Wood Prod- 
Rich Florida West Coast ucts Co., 421 Phillips Ave., Toledo, Ohio. 
Well established lumber and building Sup- 
plies. Gross Sales ee ag a! $400,000.00. FOR SALE 
Potential limited. Trucks, Land. Buildings, We will shortly release for sale a 6-10-Al 
Machinery, Cabinet Shop, on Main Thruway. Stetson-Ross planer in practically new condi- 
full price $80,000.00 plus inventory of about tion, pletely torized and with all 5S-R 
$50. ay Reply Box C-55, American Lumber cungeeted age eg five Cally - 
man, inc. ershon resaw g y 5. A. oods. ite 
us for details. Stair Cart limt h it k 
HUSS LUMBER COMPANY A new stair climbing hand truce 
WANTED — RAILS 1350 W. Fullerton Ave.. which is designated the Stair Cart, 
Chicago 14, Iilinois The manufacturer says it is equipped 
RAILS, N " Phone ‘oln 9-1700 : : , 
. New and Relaying with a special rachet mechanism which 
Bought and Sold enables it to roll up stairs ae by step 
aot M. K. FRANK CARPENTRY. By Townsend.. A practical as the operator pulls a cable drive. 
exington Ave., New York 17, N. Y. treatise on simple building construction, in- Six diffe ¢ models are available for 
Ly wede eates ant wigles ia | handling verions sieve of tenda, 10 
( carpen work, a anc a ’ ° 
MISCELLANEOUS FOR SALE of buildings, building forms, and cluding a special barrel cart and a 


: drawings. An outstanding book. Price 





complete welding cart, Valley Craft 








CARPENTERS APRONS T LUMBER PRICER. By E. M. Hiatt. Products, Inc., Dept. AL, 750 Jeffer- 
Write fer prices and information. i page for each price per thousand. in steps son Ave., Lake City, Minn. 
THE MINNESOTA SPECIALTY CO. of $1 from $25 to $150, and steps of $5 from For more data circle No. 44 on coupon, p. 64 
$150 to $200. Along the left side of each 
Minneapolis, Minn. 
page are listed by thickness and width the 
— erent items carried in the ordinary retail Pneumatic-Tired Casters 
1—Used Buda Chore Boy, Model “B.” one yard, and along the top margin are vari- " 
Cylinder 3 Wheel, with reversible friction ous lengths. Turn to the price and find where A new P-R series of pneumatic- 
} pag solid rubber tires. Excellent shape. the item and length Jines cross, then find e tired casters for floor trucks are rec- 
} mae. ABC — 101 Spring St per piece. Price $7.50. Supplement 9.50. ommended by the company ian wee 
“i : where heavy loads, fragile merchan- 
Pueblo, Colorado my . gag EB dise, and similar types of cargo must 
TIMBER & TIMBERLAND culator for sanders sizes, log rules, om be transported in utmost aoe / and 
mated weights umber and useful miscel- with minimum load jar. In addition, 
FOR SALE . ; ee «Tee 5) eee, the pneumatic tires are said to pro- 


LUMBER AND ITS USES. By Kellogg. A vide absolute protection for floor sur- 
technical j j 
FOR SALE: To liquidate @ corporation. Ap- es Gea describing in non-techn faces. The casters are available in 





proximately 10,000 acres young timberland, cipal spesion of wpod witch’ are both rigid and swivel models, with a 
including surface, located in West Virginia or manufactured into lumber. Fourth edition. choice of three wheel sizes in each 
Baltimore & Chie Ratsond. Ovigings Saber >- Prise S458. model. The Hamilton Caster & Mfg. 

moved more i ¥ poms Sat. An ge ys Co Dept AL. 1700 Dixie Highway 

oposition and me car cru: ° - On . 49 ’ 
Conaiad contact Stathers & Central Attor- AMERICAN LUMBERMAN, INC. Hamilton, Ohio. 
neys-at Law, Clarksburg, W. Va. 





198 N. Clark St., Chicago 2, Ill. For more data circle No. 45 on coupon, p. 64 
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A new catalog on the complete Per 
malume line of bathing enclosures is 
announced by Shower Door, The cata- 
log gives complete specifications and 
home application for each type shower 
door, tub encloure and daylight shower 
stall. In addition to the data on the 
standard models in the line, there is a 
separate section on special non-stand- 
ard, custom-designed enclosures, and 
a complete section on installation giv 
ing full instructions. Shower Door 
Co. of America, Dept. AL, 971-3 
Peachtree, Atlanta, Ga. 


For more data circle No. 35 on coupon, p. 64 


A new dealer-aid folder lists and il- 
lustrates the latest collection of pro 
motional aids for Dayeor fiberglass 
products. Three sets of advertising 
and merchandising helps now avail 
able are presented, one set for each 
Daycor fiberglass line: Daycor trans 
lucent fiberglass building panels; the 
Daycor sliding door bath enclosure; 
and Daycor awnings and patio covers 
Strick Plastics Corp., Dept. AL, 31-06 
88th Ave., Long Island City 1, N. Y. 


For more data circle No. 36 on coupon, p. 64 


The 1955 spring edition of the build- 
ers line catalog of Skil is in the hands 
of wholesalers. The catalog gives up 
to-the-minute information on prices, 


4 LITERATURE 


Skil builders tools and accessories. In- 
cluded in the builders line are portable 
saws in various models, drills and drill 
kits, belt and oscillating sanders, 
hedge trimmers and chain saws, in 
addition to accessories. Skil’s com- 
plete line of builders saw blades, with 
diamond, round and square arbors, is 
also given prominent attention. Skil 
Corp., Dept. AL, 5043 Elston Ave., 
Chicago 30, Ll. 


For omre data circle No. 37 on coupon, p. 64 


Graphically illustrating the uses, 
sizes and types of steel-framed slid- 
ing glass doors is a new catalog is- 
sued by Arcadia Metal Products. 
Technical specification data and quar- 
ter-size details are included in the 
brochure, A data chart lists dimen- 
sions of glass required for the most 
popular Arcadia door sizes, rough 
opening sizes and shipping weights of 
the product. Arcadia Metal Products, 
Dept, AL, P. O. Box 657, Arcadia, 
Calif. 


Por more data circle No. 38 on coupon, p. 64 


Three new catalogs are announced 
by Lufkin. Precision Tool Catalog No, 
8 is a 5%” x 7%” pocket size book 
with 160 pages of precision tools. The 
Tape and Rule Catalog No. 104 is 
also 5%” x 7%” in size and contains 


is a large 7%” x 10%” edition of the 
combined No. 8 and No. 104 catalogs. 
Lufkin Rule Co., Dept. AL, Saginaw, 
Mich. 


For more data circle No. 39 on coupon, p. 64 


A new booklet, bulletin #546, des- 
cribing the use of Resolite panels for 
patio covers, partitions, carports, 
luminous ceilings, breezeways, fences, 
porch covers, awnings and screens is 
available. Step-by-step instructions 
for framing, photographs and draw- 
ings of typical installations and ar- 
chitectural details are included. It 
covers color selection, gives sheet spec- 
ifications and illustrates Resolite’s 
complete line of handy accessories. 
Resolite Corp., Dept. AL, Zelienople, 
Penna. 


For more data circle No. 40 on coupon, p. 64 


New Ways to Make Money On Your 
Cutting Jobs with Job Tested AMF 
DeWalt Methods is the title of a new 
idea booklet. Among the specific 
topics covered are floor space savings, 
installation costs, safety material flow, 
waste and salvage, etc. DeWalt, Inc., 
Dept. AL, 3046 Fountain Ave., Lan- 
caster, Penna. 

For more data cirele No. 41 on coupon, p. 64 


A series of monthly booklets known 
as Selling Knacks are issued by The 
Bureau of Business Practice. Each 
month the booklet covers one phase of 
selling. The latest, How to Sell Quali- 
ty Instead of Price, is designed to be 
of help to building supply salesmen. 
The Bureau of Business Practice, 
Dept. AL, New London, Conn. 


specifications and sales features of 160 pages. General Catalog No. 14 For more data circle No. 42 on coupon, p. 64 
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(CO) Padgett-Smith Flooring Co 45 
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Manufacturers and Wholesalers 


ALIFORNIA)|| west coast 


SUGAR & WESTERN LUMBER 





cs 


WHITE FIR 
PINE AGENCY, INC. » soean ell 


All species Extensive con- 


1 MONTGOMERY ST. trolled preduction. Write for © DOUGLAS FIR 
SAN FRANCISCO, CALIFORNIA pane eet Cae © PONDEROSA PINE 






or commission mon. 


¢ IDAHO WHITE PINE - 
© HEMLOCK—MILLWORK 
¢ REDWOOD — CANADIAN 
LUMBER sas 


Send us your Kiln Dried Douglas and Lumber Wholesalers 
specifications White Fir Mouldings PO. BOX 367 © MEDFORE REGK 










we SUGAR PINE x PONDEROSA PINE % 
w% WHITE FIR 






























English Type 
RAIL and HURDLE 


FENCE 


PLYWOOD »» HARDBOARD 


Standard and Door Sizes . Cut to Size 


POPLAR * MAHOGANY ¢ BEECH 


and other species 











KYS HOLLOWCORE DOOR FILLERS 


HOENIG PLYWOOD CORP. 


280 Madison Avenue 
Tel. MUrray Hill 5-2280 New York 16, N. Y. 










2, 3, 4065 rail, Can be painted 
or allowed to age naturally 
without cost for upkeep. 
SCREEN TYPE PICKET 
FENCE shown in catalog. 


OOD PRODUCTS CO., Toledo, Ohio 






ALL TYPES 
Small Homesit 
JOR LONG LIFE — Entire Pence ~ 
both posts and rails) can be treated 
with nationally know a— 


“From large Eetates to 
o 
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DEALER POINTERS 


'... How to get 


effective, and 


inexpensive displays 


for your showroom g 


our least costly source of attractive, 
and effective display material . . . 
for use in your showroom . . . are the various 
manufacturers of building materials. 
To learn what manufacturers’ display 





material is available to you, 
and where to get it, 


Full-Size Plywood Panels 

Slide Out for Inspection 

consult the: To merchandise a wide variety of full-size plywood 
panels in its showroom, West Lumber Co., Atlanta, 
Ga., has devised a versatile display fixture. 

Basically, it consists of a frame 7'4” high and 6’ 
deep. The length can be varied depending upon the 
number of panels to be displayed. 

A standard sliding door track is attached to the 
top of the fixture for each individual panel. To guide 
the panels and prevent them from swinging sideways, 
a rabbet along the bottom of each panel slides in a 
metal guide affixed to the bottom of the fixture. 
DEALE ee? In the West Lumber Co. showroom, 3’ x 7’ panels 

are displayed. A seven-foot long sample of plywood 
paneling or planking is displayed on the front edge 


PRODUCTS of the panel. If the customer wants to see how a 
whole panel looks, it’s a simple matter to slide it out 


for inspection. 
oye c For general display purposes, the exhibit could be 
ee. modified with perforated hardboard replacing ply- 


wood panels. 


April 4, 1955 


Issue of 


AMERICAN 
LUMBERMAN 





& BUILDING PRODUCTS MERCHANDISER Translucent Panels Bring 
Daylight into Warehouse 
Single Copies: $2.00 Translucent plastic panels at intervals in the cor- 


rugated metal roof allow daylight to enter the lumber 
warehouse of the Smith Lumber Co., Grand Rapids, 
Mich. This development is a part of the firm’s $25,000 
expansion program. 








66 (For more data on advertised products fill in the coupon on page 64 May 30, 1955, AMERICAN LUMBERMAN 








ae TIAN deen 


MIUIccoR Metal Lath and accessories 


provide a steady volume of profitable sales 















SUPER-EX CORNER BEAD 



























~<> n 
Se2-25252 SMALMESH METAL LATH Combines advantages of Expansion ond Solid Wing 
oe aa. corner beads. Strong. straight nose reinforced by two 
ea a a% a? A general utility lath. Can be readily bent or formed ; 
Ce ee SS il solid flange sections, strengthened by corrugations, In- 
e%a*%a*%a* for furred or ornamental members. Due to the small, Hf ‘ 
aa a%e%e?., - h pe , dt d tegral expansion flange makes excellent plaster bond, 
2% Oe rigid mesh, a minimum of plaster is required to produce lit 
a simplifies erection 
= - a perfect key 








SHEET SIZE: 27” =x 96”, packed 10 sheets (20 sq. yds.) per 
bundle. All sheets squored on both ends 

MATERIALS AND WEIGHTS (ib. per sq. yd.): Copper Alloy 
Steel, Painted — 2.50 Ib., 3.40 ib.; Galv. Sheet Steel, 3.40 Ib. 


MATERIAL: 26 go. Sheet Steel, Galvanized 

LENGTHS: 7, 6, 9, 10 end 12 

WEIGHT (1 Ib. per 1,000 lin. ft.) 270 tb 

PACKING iper carton). 7 ft. — 80 pes. 8 1. — 70 pes. 
9 ft. — 60 pes.; 10 and 12 ft. — 50 pes 








SPECIALMESH METAL LATH 


A rib loth for walls and ceilings. Saves plaster; pro- 





Tin No. 1 EXPANSION CORNER BEAD 


{ sxcellent bond. Rit Je; 1% ters Wide expanded metal wing integral with nose of the 
MESSI ISIIN reeled tei ot “a Peal Ber Fi by een bead — plaster keys right up to nose: effective plaster 
TTT members (two between each pair of ribs). Sheets reinforcement exactly where needed 


savared on ends. Well suited to “two-coat work" or 
bock plastering 


SHEET SIZE: 27” =x 96”, packed 10 sheets (20 sq. yds.) per 
bundle 


MATERIAL: 26 gauge Sheet Steel, Golv 
LENGTHS: 7, 8, 9, 10 and 12 ft 
WEIGHT: (ib. per 1,000 lin. f1.). 210 Ib 





WW 
VAAN 





PACKING (per carton) 7 and 6 ft. — 80 pes; 9, 10 and 

MATERIALS AND WEIGHTS (per sq. yd.) Copper Alloy Steel, 12 1. — 60 pes 
PR en Pid 2.75 tb., 3.40 Ib 

¥," STAY-RIB METAL LATH No. 2 MILCOR ARCH BEAD 
ideal self-furring lath for wide ceilings or wall spans Used straight or curved. Snip one or both flanges with 
and for floor reinforcing over steel joists heavy tin snips: Bead can then be formed easily into a smooth 
ribs spaced 4.8” on centers. Five stiffening members arc, without kinks or breaks in the nose, by applying 
between ribs. Connecting strands at intervals slight pressure with the hands 


Rigidity of ribs saves labor and material when supports 
are widely spaced 

SHEET SIZE 24” x 96 packed 9 sheets (16 sq. yds.) per 
bundle 

MATERIALS AND WEIGHTS (per sq. yd.): Copper Alloy Steel, 
Pid 3.40 Ib., 4.00 Ib 


MATERIAL: 26 gauge Sheet Steel, Galy 
LENGTHS, 7, 8, 9, 10 and 12 ft 
WEIGHT (ib. per 1,000 lin. ft.): 175 tb 


PACKING (per carton): 7 and 6 ft. — 60 pes; 9, 10 and 
12 ft. — 60 pes 











No. 4 EXPANSION CASING BEAD 


(Also available with short, solid flange as No. 138.) 


For doors, windows and other openings. Applied be MILCOR CLEAN OUT DOORS 


fore plastering. Provides screed to which plasterer can 


















work, Only smooth, quarter-round nose of casing bead, Convenient for removing accumulations of chimney de- 
r bris. Door catch provides positive lock, prevents door 
exposed after plastering. Integral Expansion Wing re 
from being blown open. Hinge design permits freedom 
inforces plaster. Ridged flange insures tight fit to jamb 
; of operation. Wide flanges on frame simplify installa- 
MATERIAL: 24 ga. Tight Coat Galv. Steel 
LENGTHS: 7 f1.. 7 ft. 3 in. and 109 tion. Stamped from high grade, 16 ga. copper alloy 
GROUNDS: '/; in. and % in. (Also % in., short flange only.) steel, Furnished painted. Size 8" «8 Packed six 
WEIGHT (ib. per 1,000 lin. f.); 315 Ib. (Short Flange — doors per carton shipping weight: 19 Ibs 
235 tbs.) 
PACKING (per ctn.) 7 ft 60 pes.; 7 ft. J in. — BO pes.; 
10 ft 60 pes 





_ No. 66 EXPANSION CASING BEAD ia : MILCOR METAL ACCESS DOORS 
BVVYYYY) Also ovoitoble with short solid flange) . - : / For easy access to utility systems without damage to 
VWYVYVYV Sauare design with 3/16" return. Expansion Wing fea- walls. Spring hinge allows opening to 175°. Number 
ture affords excellent plaster bond and reinforcement; of hinges varies with size of door. Doors removable 


insures tight fit wing, Style ‘'L'' with solid flange. Style "'M'' for non- 


} YY minimizes plaster cracking. Ridge in nailing flange STYLES: For plastered walls; Style ‘KK’ with expansion 


. MATERIAL: 24 ga. Tight Coot Galv. Steel plastered walls 
/ LENGTHS: 7 ft., 7 #1. 3 in. ond 10 ff / SIZES: 8” = 6” to 24” « 36” 
& ABs GROUNDS: '/, in. and % in. (Also "% in., short*flange only) MATERIALS: Door 14 Go. Steel, housing 16 Ge. steel Gray 
¥ : WEIGHT (ib. per 1,000 lin. ft.): 260 Ib. (Short flange : primer painted 
i : 9, 240 Ibs.) P , LOCKS: Flush cam type, number vories with size of door 
WYV/WV PACKING (per ctn.}: 7 ft 80 pes; 7 11. Jin 80 pes.; S iy . Cylinder lock with key furnished ot extra charge 
‘ 10 ft. — 60 pes 4 PACKING, One per carton 



















into corner. Design and contour eliminate any proijec- : 
tions interfering with plastering. Wired together in sub- INLAN D STE E 4 P R 0 0 U “ T 5 ‘ 0 M PANY 


bundles of 25 pes. each. Packed three sub-bundles (75 


nN Wi Part of Milcor’s big line of more 
Hi Hi than 2,500 items for the bulding industry 
1 Y 
A i i i MILCOR CORNER-EX Write for Milcor price list today. 
y iN y i Finished edges. Center rib guides Corner-Ex accurately 


a MILWAUK 15, WISCONSIN 
pcs 600 ft.) per carton 4029 WEST BURNHAM STREET LWAUKEE SCONS 
SIZES: 2” » 2” 96"; 3° 2 3” 2 % BALTIMORE 5, MI 5300 Pulaski Highway * BUFFALO 11, N.Y. ~ 64 Rapin St « CHICAGO 
WEIGHTS (ib. per 1,000 lin. f1.): 2” —100 Ib.; 3°~—140 ib 9 4301 S. Western Avenue Bivd. « CINCINNATI 25, OHIO 3240 Spring Grove Ave + 


CLEVELANE 14 OHIO ~ 1541 E. 38th St. * DETROIT 2, MICH. —690 Amsterdam Ave + KANSAS 
City 41, Mw — P.O. Box 918 * LOS ANGELES 58, CALIF 4807 £. 49th St + NEW YORK 


17, N.Y. — 230 Park Ave. « ST. LOUIS 10, MO. — 4215 Clayton Ave Nelo 
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